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ederal A&S Bill Won't Spell 


in End To Voluntary Insurance 


py WILLIAM MACFARLANE 


yew YORK—While firmly sticking 
the health insurance industry’s un- 
quivocal op- 
osition to the 
enedy Admin- 
ration’s bill for 
nedical care for 
he aged, Frederic 
{ Peirce, presi- 
entof General 
merican Life, this 
veek boldly de- 
jared that should 
he bill become 
w it would not 
nell the end of 
untary health 
e in America. 
In his speech at the annual meeting 
Health Insurance Assn. of America 
ere, Mr. Peirce took a somewhat dif- 





Frederic M. Peirce 

















A full report of the Health Insur- 
ance Assn. meeting, with photo- 
graphs, will be carried in next 
week’s issue of The National Under- 
writer. 








t view of the effect the bill 
ould have on voluntary health insur- 
ce than that of many other industry 
Kkesmen, both here this week and 
n former occasions. 
Mr. Peirce, sizing up a future which 
uld include government health in- 
ce for the aged, said that rather 
an an end, “I think it could be a 


isher Heads Life 
ounsel Association 


Chester L. Fisher Jr., 3rd vice-presi- 
ent of Metropolitan Life, was elected 
resident of Assn. 
f Life Insurance 
ounsel at the 
pring meeting at 
he Greenbrier Ho- 
l, White Sulphur 
prings, W. Va. He 
cceeds Willis H. 
batterthwaite, 
ce-president and 
ounsel of Penn 
futual Life. 

Abram T. Col- 
er, senior vice- 
esident and gen- 
counsel of John Hancock, was 
lected vice-president, and Frederick 
. Read Jr., counsel of Home Life of 
ew York, was reelected secretary- 

























Chester L. Fisher Jr. 


Elected to the executive committee 
br three-year terms were D. Ward 

vice-president and general 
bunsel of Jefferson Standard Life, 
nd Edward J. Schmuck, vice-presi- 
ent and general counsel of Acacia 
lutual Life 






The association’s delegate to the 
ouse of delegates of American Bar 
‘sn. will be Francis V. Keesling Jr., 
Vice-president and general counsel 
West Coast Life. 
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new beginning, depending on _ the 
degree of our alertness, our ingenuity, 
our. aggressiveness—our will to be of 
service.” 

Mr. Peirce, in explaining his opposi- 
tion to the administration bill, which 
would provide health care benefits 
through the social security system, 
said the program as now outlined was 
completely unrelated to the need of 
those eligible for social security. It is 
unnecessary, excessively costly and 
an unwarranted extension of the fed- 
eral government into private business, 
he said. 

However, he reminded his audience, 
when the social security system was 
first enacted in the 1930s, there were 
many harbingers of disaster within 
the insurance industry. 


Did Not Wither Away 


“There were respected leaders in the 
life insurance business who foresaw 
darkness and doom. But the life insur- 
ance business did not wither away. It 
grew stronger and larger,” he said. 

Mr. Peirce pointed out that since 
social security came into effect life 
insurance sales by U. S. companies 
have grown from $12 billion annually 
to over $75 billion and life insurance 

(CONTINUED ON PAGE 28) 


Choice Of Schriver 
Successor Expected 
During The Weekend 


The question of who will succeed 
Lester O. Schriver as executive vice- 
president of National Assn. of Life 
Underwriters when Mr. Schriver re- 
tires Dec. 31 was still up in the air at 
press-time this week, but it is expected 
that the matter will be decided this 
weekend. 

Former Gov. Cecil Underwood of 
West Virginia, who was the first 
choice of the selection committee and 
the NALU board, is still a possibility, 
but the likelihood of his being the suc- 
cessful candidate appears to have di- 
minished greatly in the three weeks 
that have elapsed since he spent sev- 
eral hours conferring with the NALU 
board during the midyear meeting in 
Ft. Lauderdale, Fla. As a result, cam- 
paigning on behalf of the other can- 
didates has stepped up sharply. 

No official word has come from 
NALU, but it is understood that the 
selection committee, headed by Trus- 
tee Frank G. McNamara, Old Line 
Life, Waukesha, Wis., has asked for a 
meeting with the board this weekend. 
It is expected that an official an- 
nouncement of the name of the new 
executive vice-president will be forth- 
coming following the meeting. 





Western Reserve Life, Cleveland, 
has sold 120,000 shares of common 
stock, making total shares outstanding 
320,000. 






Institute, NALU 
Win U. S. Chamber 
Joint Recognition 


WASHINGTON—The United States 
Chamber of Commerce presented to 
the Institute of Life Insurance and 


National Assn. of Life Underwriters. 


jointly a major national recognition 
award at the chamber’s annual leader- 
ship recognition dinner here attended 
by more than 2,000 business and gov- 
ernment leaders during the chamber’s 
annual meeting. 

William FE. North, president 
NALU, accepted the award on behalf 
of NALU and the institute from Ar- 
thur H. Motley, president of the cham- 
ber and of Parade Publications. 

The award, given for “significant 
contribution in the business and pub- 
lic interest” through joint sponsorship 
of the public service award program 
of NALU and the institute, is in the 
form of a silver and onyx trophy. Now 
in its fifth year of operation, the pub- 
lic service award program was in- 
augurated by the institute and NALU 
under the direction of Louis I. Dublin, 
widely known statistician and at that 
time consultant on health and welfare 
to the institute. 


Gives Momentun, Direction 


The program’s basic purpose is to 
give greater momentum and direction 
to the constructive interest of the life 
insurance business in providing health 
and welfare service to the American 
people. More specifically, the program 
is designed to encourage local and 
state life underwriter associations af- 
filiated with NALU to take an active 
part each year—as organized and 
identified units—in promoting a spe- 
cial health and welfare project in their 
respective communities. 

The PSA program seeks both to 
stimulate the interest and recognize 
the accomplishments of the participat- 
ing associations. Four major awards 
and several certificates of merit are 
presented annually to those associa- 
tions whose community projects are 

(CONTINUED ON PAGE 28) 
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Says Determination 
Can Reverse Weekly 


Premium Sales Drop 


Liberty National Official 
Tells LLAMA Combination 
Insurers Market Is There 


Increase in weekly debit business is 
still a good possibility, despite factors 
that have worked 
against this type 
of coverage in re- 
cent years, Charles 
T. Clayton, execu- 
tive vice-president 
of Liberty Nation- 
al Life, told the 
annual LIAMA 
combination com- 
panies conference 
at Washington. 

“I don’t believe 
the public has 
turned up its nose 
at weekly premium insurance,” he de- 
clared. “We are the ones who have 
abandoned the weekly premium mar- 





Charles T. Clayton 





OFFICERS ELECTED 

Chairman—Thomas Allsopp, 2nd 
vice-president of Prudential. 

Committee members (three-year 
terms)—Wilbur W. Hartshorn, super- 
intendent of agencies Metropolitan 
Life; E. L. Hogan, 2nd vice-president, 
agency, Peoples Life of Washington, 
D.C., and Louis F. Runge, vice-presi- 
dent and director of combination sales 
of Southland Life. 





ket. We sell only those policies we pro- 
mote to our agents. If you give your 
agents attractive weekly premium poli- 
cies and then pay them to sell them, 
increase in debit is still a good possi- 
bility.” 

The weekly premium market is still 
there, maybe not as great as years ago, 
but still a worth-while market, Mr. 
Clayton contended. He said the im- 

(CONTINUED ON PAGE 29) 








| New officers of 
‘Home Office Life 
‘Underwriters Assn. 
lelected at the an- 
nual meeting in 
White Sulphur 
Springs, W. Va., 
are, from left, John 
S. Wyper, 2nd 
vice-president of 
Connecticut Gen- 
eral, secretary; 
Barton S. Pauley, 
director of ordi- 
nary underwriting 
of Prudential, trea- 
surer; Paul K. Fra- 
zer, director of un- 
derwriting of 
Northwestern Mu- 
tual, vice-presi- 


dent; Arthur Faulkner, 2nd vice-president of Massachusetts Mutual, president 
William H. Greenwood Jr., vice-president-underwriting Provident Mutual Life, 
editor, and Russell L. Wagner, vice-president National Life & Accident, vice- 


president. 
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SLATE NOT JEOPARDIZED 


More NALU Trustee 
Candidates Needed 
By Nominations Unit 


The committee on nominations of 
NALU has asked the association’s na- 
tional council to urge more leaders of 
local and state associations to become 
candidates for NALU’s board of trus- 
tees. 

The committee, headed by William 
H. Pryor, Connecticut Mutual Life, 
Wauwatosa, Wis., in a report prepared 
for NALU’s midyear meeting in Fort 
Lauderdale, said that enough filings 
for trustee candidacies have already 
been made to assure the association of 
a good slate of candidates at the an- 
nual meeting in Denver. However, Mr. 
Pryor made it clear that the number 
of qualified members who have been 
willing to throw their hats in the ring 
is disappointingly small, in the opin- 
ion of the committee. 

The committee’s timetable calls for 
the candidate’s completed recommen- 
dation questionnaires and resolutions 
of endorsement to be in the hands of 
members of the committee by May 31. 
The committee plans a meeting in 
early June. 


Other Comments 


Other points made by Mr. Pryor in 
his report were: 

—The committee is interested in ob- 
taining names and recommendations 
of persons who might be potential can- 
didates for trustee in future years. 

—The committee intends to give due 
weight to geographical distribution in 
its recommendations of a slate of can- 
didates. 

—The traditional campaigns of trus- 
tee candidates are looked upon as be- 
ing generally healthy and as adding 
color to NALU conventions. However, 
the committee said it believes that the 
campaigns should be “conducted in a 
spirit of fair play and upon a plane of 
good taste and dignity commensurate 
with the standards of a professional 
organization such as NALU.” 

—The committee is also concerned 
about the “dilution of the process of 
free choice in the elections as a con- 
sequence of tactical maneuvers,” a ref- 
erence to the fact that each member 
of a full national council speaks for 
about 50 association members. Thus, 
if there is poor representation in the 
council, each voting member becomes 
representative of a larger number of 
association members. 

In addition, the committee reported 
that it feels the “politically convenient 
practice of the ‘unit rule’ and of the 
‘instructed vote’ are on occasion de- 
vices that are utilized for the reflec- 
tion of the will of a few.” 





Author Lewis Mumford Is 
Speaker At Baltimore Life 
Building Dedication Fete 


Lewis Mumford, author, educator 
and critic, was the speaker at the clos- 
ing event in Baltimore Life’s month- 
long dedication of its new home office 
building in the midtown urban renewal 
area “of Baltimore’s Mt. Royal Plaza. 

Mr. Mumford, in a discussion of 
urban renewal projects in Baltimore 
and elsewhere, outlined for the 250 
civic leaders and business men gath- 
ered for the final dedication ceremony 
“The Social Responsibilities of the 
Business Community.” 
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Values Of Life Insurance Advertising 
Are Delineated At Southern Round Table 


It has been said for many years that 
“advertising is selling” and the state- 
ment has been swallowed whole with- 
out proper chewing or evaluation, John 
P. White, director of marketing and 
advertising Lincoln National Life, said 
at the Southern Round Table of Life 
Insurance Advertisers Assn. at New 
Orleans. “In my opinion, that state- 
ment is a partial truth. It is true as 
far as it goes, but it does not go far 
enough,” he continued. “I prefer to 
say that advertising is selling but by 
remote control and by invitation only.” 

Advertising is selling by invitation 
only when it comes to getting and 
holding attention, because the prospect 
can end the interview by turning a 
page or flicking a switch, he said. “I 
believe that because life insurance ad- 
vertising is selling by remote control 
and by invitation only that it can do 
its work most effectively in the 
areas of getting attention, creating in- 
terest and building desire, but when it 
comes to getting action the agent in a 
personal interview has great advan- 
tages over advertising. 

“That is why we are willing to pay 
$5 or $10 for a salesman’s call when 
we could make an advertising call for 
a half-cent. That is also why the half- 
cent advertising call cannot replace 


Need For Special 
Package In Keogh 
Bill Sales: Thore 


While predicting that the Keogh bill 
has a very good chance of passage in 
the 1961 session of Congress, Eugene 
M. Thore, vice-president and general 
counsel of Life Insurance Assn. of 
America, said that the life insurance 
business may require a specialized life 
insurance package to comply with the 
requirements of the latest version. 

Mr. Thore, in an analysis of major 
federal legislation directly affecting the 
life insurance business at the Top Star 
conference of Pacific Mutual Life at 
Los Angeles, called attention to the 
individual policy provisions of the bill 
in its most recent form. 

“First, it requires that individual 
policies must be trusteed with a trust 
company,” he said. “This goes beyond 
existing pension trust law, which per- 
mits individuals to act as trustees. 


LIA To Work For Change 


He said that LIA’s objective will be 
to conform this feature of the bill to 
the existing law so that individual 
trustees will qualify. 

“Second, under the bill, if a self- 
employed individual contributes more 
than the amount the law permits him 
to set aside, his plan would be dis- 
qualified and all the deferred income 
would become immediately taxable. 
This raises the question whether the 
level premium life insurance policy will 
be a suitable funding medium. 

“What we need to serve this mar- 
ket is an individual annuity contract 
that will operate on the same principle 
as the deposit administration contract 
with the annual deposits geared to the 
changes in the taxpayer’s tax deferred 
pension allowance. Possibly such a 
contract could provide for a minimum 
payment not less than some fixed 
amount, or a certain percentage of an 
annual pension allowance. A life in- 
surance feature could be worked into 
a plan which would employ reducing 
term to round out the package,” Mr. 
Thore stated. 





the $5 or $10 call by a salesman. If 
anybody ever finds a way to make the 
half-cent call do what the $5 or $10 
call will do, he can get rich very 
quickly and a lot of salesmen will be 
out of work,” the speaker declared. 
Mr. White compared the role of ad- 
vertising in the sale of various prod- 
ucts, noting that it plays some part in 
every sales picture, but as the product 
becomes more expensive and its pur- 
chase more involved, the personal 
salesman becomes more important and 
the role of advertising more supple- 
mentary to that of the salesman. 


Tells Differences 


Life insurance is an expensive, con- 
sidered-purchase, he added, but it is 
more than that in its differences with 
other products. For these the purchas- 
ing atmosphere is one of “Fly now, 
pay later.” These are things people 
want because they immediately en- 
hance one’s standard of living in a 
very tangible understandable way. But 
with life insurance, the sales atmos- 
phere is one of “Pay now, fly later.” 
And if the prospect jumps this rather 
sizable emotional hurdle, he still needs 
the salesman to provide professional 
service in the area of working out a 
planned protection and investment 
program. “And so we come to the in- 
disputable fact that just as nothing 
can take the place of life insurance, 
nothing can take the place of the life 
insurance salesman,” he said. 

This was not to say that he had 
“just about painted himself into a cor- 
ner” relative to the value of advertis- 
ing, Mr. White explained. Life insur- 
ance advertising has important uses 
in three great areas, he said, in addi- 
tion to many other supplemental ones. 

(CONTINUED ON PAGE 18) 


Joseph Belth Joins 
New CLU Continuing 


Education Department 


Joseph M. Belth has been appointed 
assistant director of the new depart- 
ment of continuing education of Amer- 
ican Society of CLU and American 
College. 

Mr. Belth, who in June will complete 
his graduate studies at the University 
of Pennsylvania, has been studying un- 
der a Huebner Foundation fellow- 
ship. He is presently working on his 
doctor’s dissertation in economics, “An 
Analysis of Participating Ordinary Life 
Insurance Sold by Stock Life Insur- 
ance Companies in the U.S. and Can- 
ada.”’ He has passed all examinations 
for the CLU and CPCU designations 
and for two years has been on the grad- 
ing panel for CLU examinations. 
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Protect Dignity Of 
Individual, Gerber 
Tells Life Agents 


There are those who want to des 
the agency system in the life fie 
placing every facet of the business; 
a particularly identifiable cate, 
Director Joseph S. Gerber of [Ij 
told Illinois Life Underwriters Asp, 
the annual meeting last weg 
Springfield. 


Should Shun Labeling 


“Call it group insurance if yoy jj, 
call it free enterprise, call it what, 
will, but those who would put ey 
individual under a single labe 
destroying free enterprise,” he » 
tinued. “I do not mean to imply f 
group insurance isn’t important or 4 
not have its place, but no »; 
where we go or what we do, never» 
mit the mores of the business to ca 
gorize every citizen into a parti 
group, label them as a group, and 
everything on that basis. 

“Every purchaser of life insuray 
must be viewed and treated as an 
with a particular problem and m& 
cerned with the need of his fami 
Don’t ever lose sight of the dignity 
the individual. This must be preserygj 
and the importance of the agency s; 
tem is that it represents the last 
tige of the ‘angry young men.’ Therig: 
so much complacency today! You aq 
willing to call on people and discy 
their individual needs and _ problem 
over and above fringe benefits, Yo 
must play this part to maintain an 
retain the dignity of man. 


Nothing Like Insurance 


“There is no. other business ; 
American economy other than insu 
ance that to such an extent has per. 
mitted the new to aspire and 
young to grow—no business that ca 
be so proud. And all of this has hap 
pened under state regulation. 
insurance business is the last Ameri 
can enterprise still operated und 
state regulation. The day when 
agency system denies people the rig 
to aspire or dream, that is the day y 
are all out of business. 

“You are here to serve, and yog 
best service is the service you hay 
rendered to the little man. This is you - 
obligation, and it should be your cred 
that you will dedicate yourselves 
serving the individual over and aboy 
what he gets as a member of a grou 
that you will translate these individ 
problems as pertaining to an indi 
dual—as a citizen blessed with 
dignity given him by the constituti 

We have all we can do to fig 

(CONTINUED ON PAGE 12) 
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Deane C. Davis, 
president of Na- 
tional Life of Ver- 
mont, left, and 
Clyde R. Welman, 
agency vice-presi- 
dent, center, share 
a pleasantry with 
Harold Smyth at 
a dinner-dance 
marking Mr. 
Smyth’s 25 years 
as National Life’s 
general agent at 
Hartford. Mr. 
Smyth’s agency 
h as _ consistently 
been among the 
company’s top 10 
agency leaders. 
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‘‘Today The Travelers saved a life...’ 
wrote Electronic Communications, Inc. of St. Peters- 
burg, Fla. ‘We were lifting equipment by lift-truck 
to a high balcony . . . the load shifted . . . and a 200 
lb. transformer would have struck our lift-truck 
operator if it hadn’t been for the canopy guard we 
installed at the recommendation—and persistence 
—of the Safety Engineer from Travelers.” The 


Travelers has helped policyholders prevent indus- 
trial accidents since 1888. It’s part of the service 
your clients can count on with Travelers Work- 
men’s Compensation and Public Liability insurance. 
A Travelers field man—whose business is your busi- 
ness—will be glad to help you discover new accounts. 
Call him today. 


THE TRAVELERS Insurance Companies 4875089 15. 











AT SPRINGFIELD 





Illinois Life Assn. Elects; Old Regime 
Turns Over ‘Going Concern’ To New Slate 


By WILLIAM H. FALTYSEK 


Illinois Life Underwriters Assn. at 
the annual meeting at Springfield last 
week named John R. Gallagher, Met- 
ropolitan Life, Joliet, president to suc- 
ceed James T. Kenny, Metropolitan, 
Ottawa. Other officers named were 
George H. Schuermann, Union Central 
Life, Chicago, administrative vice- 
president, and Thomas F. Hull, Equi- 
table Society, Springfield, secretary- 
treasurer. 

Named regional vice-presidents were 
Martin Yale, New York Life, Park 
Forest, region 1; Ronald E. Schumach- 
er, Northwestern Mutual, Elgin, region 
2; Carl E. Beckman, Occidental Life of 
California, Rock Island, region 3; 
James R. Garner, Northwestern Mu- 
tual, Macomb, region 4; T. C. Garrison, 
Massachusetts Mutual, Danville, region 
5, and Dayton Schmidt, Metropolitan, 
Alton, region 6. 

Directors for three years are Charles 
D. Clawson, Mutual Life of New York, 
Chicago; Oliver R. Aspegren Jr., Ohio 
National, Chicago and I. A. Wallins, 
New York Life, Decatur. 

In giving his presidential report, Mr. 
Kenny said the association has made 
considerable progress, and its legisla- 
tive program and subsequent results 
have been the best he has seen in 
many years. He attributed this to 
better communication with the local 
associations. A legislative and execu- 
tive caravan visited every association 
in the state, explaining the program 
and stressing the value of a “grass 
roots” effort. He noted that the re- 
sponse had been excellent and the 
association was now the possessor of 

valuable information on just which 
members know which legislators, and 
on what basis. The climate with the 
Illinois department has been excellent, 
he said, and each entity respects the 
other and are on a very friendly plane. 

Mr. Kenny, while highly optimistic 
of the activities of the local associa- 
tions, stressed that the directors must 
plan their meetings carefully to retain 
the interest of the individual members. 
He also warned the locals not to name 
new officers unless they intend to 
actually work at the job. This includes 
officers who will be able to attend 
the state association leadership meet- 
ings and other affairs. 

A surprise proceeding was the pre- 


sentation to Earl M. Schwemm, Great- 
West Life manager, Chicago, of a 
unique award. Mr. Schwemm, who has 
served the state board for 16 years, 
and was a former president of the as- 
sociation and national committeeman 
for many years, was presented a hand- 
carved replica of NALU’s wheel horse 
symbol. Since the award was made 
especially for Mr. Schwemm, it is the 
only one of its kind. When receiving 
the gift he pointed out that it was the 
culmination of his greatest week in 
the life insurance business, having 
been feted by his company earlier on 
his 25th anniversary and then by the 
Illinois association. 

At the business meeting the various 
committees which met that morning 
made their reports and Roy D. Simon, 
Penn Mutual Life, Chicago, state na- 
tional committeeman, made his report. 
From the individual reports of the 
local member associations it is evident 
that membership is growing. In fact, 
Illinois has challenged the state of 
Texas on a membership basis contest 
and as of this date is considerably 
ahead. Also, it was apparent that the 
grass roots approach to legislation and 
other matters has recreated activity 
among the locals and that growth is 
again beginning from the bottom up. 
Coupled with the strong leadership at 
the top, this betokéns well for the 
future of the Illinois association. It was 
noteworthy that many of the associ- 
ations reporting increased membership 
credited the state body with furnishing 
the necessary materials on how to go 
about it. 


Associations Active 


As to individual association activi- 
ties during the year, there has been 
increasing emphasis on participation 
in public service programs, such as 
Cancer Crusade, Red Cross, Heart 
Fund, blood donors, etc. 

Leonard R. Nelson, assistant general 
agent Lincoln National Life, Peoria, 
membership chairman, presented 
awards of NALU cufflinks and tie bars 
to six local membership chairmen for 
gain in greatest number or percentage 
or both. These men are James T. Gib- 
ney, district manager Prudential, Blue 
Island, Calumet-Chicago Heights as- 
sociation; Bernard J. Lindberg, Luth- 
eran Brotherhood, Rockford; Charles 
B. Yott, College Life, Champaign; Ed- 








the rap 


combinatie 


and personal security factors to attract 
and hold top men. 


Insurance, whether you buy 
it or sell it, is a business 
where the right combination 
counts. 

Piedmont Southern, in the 
top 10% of all U.S. compa- 
nies in size, offers the right 
combination of opportunity, 
sound and saleable products, 
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Stanford Y. Smith, CLU, Agency Vice Pres. 
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national committeeman, and George 


Chicago, administrative vice-president. 


ward C. Dilley, district manager Coun- 
try Life, Mount Vernon, Central South- 
ern association; Robert J. Bahr, State 
Farm, Carbondale, Southern Illinois 
association, and Robert H. Norris, 
staff manager Prudential, Decatur. 

It was also announced that a brand 
new association with 43 members had 
been formed at Litchfield while the 
state association meeting was in pro- 
gress. 


Success On Group Front 


In his report as chairman of the law 
and legislative committee, Gerhard C. 
Krueger, Equitable Life of Iowa, Chi- 
cago, detailed the legislative program 
decided upon at the midyear meeting 
and gave a rundown on what has 
transpired with this legislation. He 
read a letter from Director Gerber 
relative to group dependency coverage 
in the state. This was in reply to a 
letter from the committee asking if 
there was any authority in the Illinois 
code to permit the writing of such 
cover, since it was being written in the 
state. 

In Mr. Gerber’s reply, he said, “Con- 
cerning dependency coverages in group 
life contracts, our department intends 
to advise those who have had policy 
forms approved permitting this writ- 
ing to withdraw same. This is based 
upon a study of the insurance code 
which indicates that the statute does 
not provide for this type of coverage 
under the group life law.” 

According to Mr. Krueger, “pressure 
is heavy” with reference to the group 
dependency coverage, especially from 
the state federation of labor. The 
association, would prefer to see how 
the working laws on the books take 
care of the situation rather than pro- 
pose additional regulation at this time. 
He assured his audience, however, 
that the law and legislative committee 
will not stand idly by if the present 
laws prove inadequate. 


New President Speaks 


The new president spoke briefly, 
outlining his objectives, which include 
an increase in membership from some 
4,000 at present to more than 5,000; 
reactivation of semi-moribund local 
associations; increased interest in con- 
sumer education, and calling more 
frequently upon the aid and counsel of 
“wheel horses” and former officers. 

Speaker at the traditional luncheon 
sponsored by Illinois Leaders Round 
Table was Walter E. Fox, Union Cen- 
tral Life, Chicago. He told the agents 
that while every life salesman can’t 
be a million-dollar producer, anyone 
can increase his business substantially 
by applying himself properly. He ad- 
vised: “Be a good prospector; work 

(CONTINUED ON PAGE 17) 


New officers of Illinois Life Underwriters Assn. with Director Joseph 
Gerber (3rd from left) at the annual meeting of the association in Spri 
Mr. Gerber was the principal speaker at the banquet. From left: Thomagp 
Hull, Equitable Society, Springfield, secretary-treasurer; John R. Gallaghe 
Metropolitan, Joliet, president; Mr. Gerber; James T. Kenny, Metro 
Ottawa, retiring president; Roy D. Simon, Penn Mutual Life, Chicago, sty 
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Doctor Calls For Public _ 
Understanding Of Defects 


In Socialized Medicine 

The public must be made to unde. 
stand the drawbacks of socialized me. 
icine before it submits to federal le. 
islation such as the King bill, whig 
would bring about government med. 
cine, San Antonio Assn. of Health Up. 
derwriters was told at the Apri 
meeting. 

Dr. Margaret Di Shon said the King 
bill for medical care for the aged en. 
bodies most of the objectives and de. 
ficiencies of the old Forand bill. Th 
government would replace the personal 
physician with a system requiring do. 
tors to treat a definite number of pa 
tients each day. 


Cites Rising Costs 


She cited the rising costs of socialized 
medicine in England and Canada, re- 
sulting in burdensome taxes on the 
individual for something he doe 
not desire. Many taxpayers are turning 
to private physicians, because gover- 
ment doctors are so overloaded with 
work that in some instances they only 
accept the patient’s own diagnosis and ] 
prescribe accordingly. J apprecis 

Dr. Di Shon recalled her own expe-| dictment an 
rience in government service under} further. 
conditions in which she had to treat} There wo 
as many as 60 patients per day. ShejY some aj 
said she was completely exhausted andj™en who hi 
could not give the careful treatment|°otacts anc 
she desired. ness with | 
fledgling lif 
out of frier 
began to fz 
still leave tl 
pects and si 
books. 













Leads Continental Assurance 

The Chicago branch of Continental 
Assurance, J. Gordon Michaels man- 
ager, led the company in ordinary life 
during the first quarter, with volume 
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onders If Agencies 
lant A Predictive 
election Method 


entley Barnabas, president of As- 
Personnel Technicians, Wich- 
consulting firm, writes: 








The general agent of one of our 
al life insurance agencies handed 
a copy of THE NATIONAL UNDER- 
of April 15 which contained 
‘excellent editorial, “A Step We 
»e Some Company Will Take.” 
‘As the head of a consulting com- 
that has tested around 100,000 
ns with extended psychological 
test batteries, including around 6,000 
ns for selling and several hun- 
dred for high-level selling, I was sur- 
that the addition of a psychi- 
atric interview to an extended battery 
of tests did not prove more predictive 
on the positive side (68%). Our ex- 
ience with followup research studies 
of this type show that positive pre- 
diction runs from 80 to 90% and the 
negative prediction the same or better. 


1 Need Is Obviated 


When some of the modern psycho- 
logical instruments are used, coupled 
vith a depth interview by a person 
who knows the job itself and has been 
trained to observe carefully, the need 
for the psychiatric interview is obvi- 
ated, in my opinion. While I will not 
pore you with details, a brief resume 
ofarecent study along these lines (the 
product was an intangible, but not life 
insurance) is shown in the inclosed 
copy of our company’s new Customer 
Information Bulletin under the head- 
ing “Validation.” 

I am also calling your editorial to 
the attention of a man in one of the 
large life insurance companies who 
may have comments to indicate that 
the reported study does not have any 
higher predictive power than the tests 
his company is using. 

More importantly, I have been led 
to question whether most of the com- 
panies and agencies actually want a 
genuinely predictive selection method. 

I appreciate that this is a strong in- 
dictment and that I must document it 
| further. 
to treat} There would be a strong temptation 
day. She by some agency managers to recruit 
sted andj men who had social, civic and church 
reatment} Contacts and press them into the busi- 

ness with promises. Then, when the 

fledgling life insurance salesman ran 
e out of friends and acquaintances and 
stinental began to fail, the termination would 
1s male still leave the agency with many pros- 
nary life = and some of his business on the 
volume I have reason to believe that this 
happens quite regularly. In one month 
three young men told me that the local 
agent of one large company said, “You 
made the highest score we have ever 
seen on our aptitude test for life in- 
surance sales.” This seems doubtful 
Statistically, and was obviously being 
used to attempt to press them into the 
tanks. This instrument was the Ap- 
titude Index. 


Clever Prospecting Device 


_T believe, then, that the heavy traffic 
in and out of the life insurance busi- 
ess Is mainly a clever prospecting 
uevice, not a real recruiting program. 
it has one weakness: It tends to cause 
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8 hen who might enter the field and be 
5 cessful to avoid it like poison. The 

“GUE sily-influenced, plastic fellow can be 






lt ipped into the business but he is not 
polng to be a great salesman; the 
PUsh-minded, objective person will 


his career in some other type of 


ect. 
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selling, logically suspicious of the se- 
lection tools and the claims made for 
them. The same suspicion rests in the 
minds of many college placement of- 
ficers, too. 

You have done the life insurance in- 
dustry a favor by being frank. I hope 
they recognize the negative implica- 
tions of continuing the present condi- 
tion affecting recruiting and selection. 


Earls Agency Celebrates 


H. Bruce Palmer, president Mutual 
Benefit Life, was guest of honor at the 
annual dinner of the William T. Earls 
agency of Cincinnati, which handles 
29 counties in that state. 

There were 120 on hand for dinner 
—agents and their wives and agency 
office personnel. The Earls agency has 
been national leader of Mutual Benefit 
for eight of the last 10 years and has 
$240 million insurance in force, a fig- 
ure that exceeds the total of more than 
75% of the life companies in the U.S. 
Last year the agency had $29 million 
in sales, the largest in company history 
for an agency, except in 1929 when the 
five present agencies in New York 
were concentrated in one. 


Western States Had 
Biggest A&S Benefit 
Increases In 1960 


The west in 1960 showed a greater 
growth in health insurance benefits 
received from insurance companies 
than any other region of the United 
States, according to Health Insurance 
Institute. 

In terms of percentage of increase 
in benefits over 1959, the 13 western 
states, which include Alaska and Ha- 
waii, topped the nation’s other three 
regions—the northeast, the south, and 
the midwest—while the midwest was 
first in gain in actual dollar benefits. 

More than $570 million in benefits 
were paid out last year in the west, an 
increase of nearly 11%, and the mid- 
west received $72 million more, or 
$1,034 million. 

The total amount of health benefits 
paid by insurance companies in 1960 
was more than $3.1 billion, a boost of 
8% over the year before, according to 
the institute. 

On a state level, California once 
again led in benefit payments, but the 
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to Provident 


Field Representatives 


on reaching 


THREE BILLION DOLLARS 


of 


LIFE INSURANCE IN FORCE 


The first billion was passed within 35 years of Provi- 
dent's entry into the life insurance field . . . the next two 


billions have been added in a period of 99 months. 
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greatest percentage increase over 1959 
was recorded by residents of Wyoming. 
Insurance companies paid nearly $392 
million in benefits in California while 
persons in Wyoming received $5 mil- 
lion in benefits, 44% more than in 1959. 

The nine northeastern states in- 
creased their benefits to $772 million, 
a boost of 6.8%. . 

Nearly $771 million in benefits were 
paid last year to people in the 16 
southern states, an 8% increase over 
the $714 million of 1959. 

New York trailed California in 
amount of benefits received from in- 
surance companies, with $321 million 
being distributed in the state, up 7.2%. 

Some of the states that showed a 
large percentage gain in benefits from 
1959 to 1960 were Alaska, 29.6%; Ha- 
waii, 24.6%; South Dakota, 20.7%; Ari- 
zona, 15.7%; Oregon, 14.8%; Florida, 
14.4%, and Vermont, 13.4%. 
Kalamazoo Agents Elect Arey 

Kalamazoo Assn. of Life Under- 
writers has elected Edmund J. Arey, 
Equitable Life of N.Y., president. Other 
new officers: Edward D. Russell, vice- 
president; Lawrence A. Field, secre- 
tary, and T. K. Young, treasurer. 
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Packaging. Business Disability 
Cover Stressed At Purdue Clinie 


The second annual advanced health 
insurance underwriting clinic sponsored 
by International Assn. of Health Un- 
derwriters and Purdue University ex- 
plored package selling, programing, 
taxation, and business uses of health 
insurance, with a closing talk devoted 
to sales ideas usable in any type of 
selling. 

Hal Nutt, director of the Purdue 


AGENCY BUILDERS 


The President’s Organization Award is made each 
year to five of the company’s eighty-eight General 
Agencies for their outstanding achievements in sound 
agency building and development. Much credit, of 
course, goes to their staffs and assocrates as well as 
to the General Agents themselves, shown above with 
President Zimmerman. General Agents Josephson, 
Kaul and Love are repeat winners; General Agents 
Branham and Howerton won this award for the first 
time for their outstanding work in 1960. 


Institute, was chairman of the three- 
day clinic, and speakers and session 
moderators were Ralph K. Lindop, 
New York insurance consultant; Robert 
W. Osler, president Underwriters Na- 
tional; Edwin B. Thurman Jr., director 
of advanced underwriting, Continental 
Assurance; William Harmelin, Contin- 
ental Assurance; John B. English, 
Springfield-Monarch, Chicago; Pasqu- 


ale Quarto, R&R, Indianapolis; M. Her- 
man Adelman, Fidelity Interstate, 
Reading; and Carl Ernst, director of 
A&H North American L. & C. Bruce 
Gifford, IAHU managing director, 
opened the sessions with a welcome 
from the co-sponsor. 

Four hours of the first day were 
devoted to programing under the di- 
rection of Mr. Lindop. A man who 
will sell health insurance will increase 
his life insurance income by 18% and 
get a like increase in total income 
from health insurance commissions, 
he said. “If when you deliver a life 


Halsey D. Josephson, New York, on the left; William E. Branham, 
Oklahoma City; Paul C. Kaul, Omaha; President Charles J. Zimmer- 
man; Ralph H. Love, Hartford, and Philip F. Howerton, Charlotte. 


The entire CML organization, at the home office 
and in the field, congratulates these five men and 
their associates for remarkable performances in 1960. 


Connecticut Mutual Life 


INSURANCE COMPANY *« HARTFORD 


Dividends Paid to Policyholders Every Year for 115 Years 
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policy, you fail to point out theg 
rability need, you are like a ph 
who doesn’t tell you you have q@ 
of the tongue because you aske 
treatment for a sore throat cnly 
charged. “When you sell health j 
ance as well as life, you lock up: 
prospect against competition; and 
less we give the people the sge¢ 
they want in the health field, th 
turn to the government for j 
concluded. 


Discusses Integrated Programing’ 


Mr. Osler discussed the cone 
integrated programing of life 
health under which any given y 
considered, not in the light of 
insurance or life insurance alon 
as one and the same things. 

“The problem the prospect fag 
possible loss of income.” he de 
“What peril causes the loss ma 
difference in the economic di 
that will ensue. Will the fam 
the man who is alive but cannot 
need any less income than if 
dead, under the ground, and no} 
a mouth to feed?” 


He took basic life insurance 
and showed how each is equ 
need for health insurance. “The 
take thousands of agents m 
selling life insurance and _ heal 
surance as two different things,’ 
is a technicality of the business) 
which the prospect should not be} 
ered. His problem is loss of ing 
and the only thing in which 
interested is what to do about it 
whether it is done with a life 
or a health policy.” 4 

The evening session under Mr, 
man was devoted to federal ij 
taxes and health insurance, with 
moderator surveying the basic 
and regulations in the areas of! 
sonal and business insurance and 
cussing their application tod spe 
problems brought up by those n | 
tendance. : 


Greater Loss Than Death 


On Thursday Mr. Harmelin § 
on business insurance. The prolon 
disability of a key man can be a gr 
er source of financial loss to a busi 
than his death, he charged. “Furt 
it can be a greater loss to the} 
man himself than most of them 
lize. A survey in 1954 revealed” 
most corporations pay people who fi 
been with them as long as 20 ye 
for not over six months during @ 
ability, and rarely for as much as 
salary during that limited time.” 

The sole proprietorship, he sé 
no more than an individual sale.’ 
have never met anyone who has @ 
tually sold a sole proprietorship bu 
out,” he said, “although I am current 
ly working on one.” 

Ninety percent of U. S. businessej 
employ fewer than 20 people, he point 


a et lt ll ll ls lll — allt — lis ll lle lll 





ed out. “This is my market. Leave the 


big corporation, which is a target ri 
for someone else.. The small busi 
nesses are ripe prospects for the health 
insurance approach. Usually they hav¢ 
never heard of it. Through it you cal 
open up business insurance cases Y0 
could never reach with a life insuranc 
approach—and when you do, you 
usually wind up selling not only busi 
ness health insurance | but also mo 
business life insurance.” 

He recommended putting health it 
surance in the deferred compensatid 
plan. “Life agents writing such plan 
often put in waiver of premium 
which is an admission that disabilit 
is a peril. How, then, do they reconci 
failure to include disability insurance: 

Turning to the use of disability 5 
surance in the business buy-out ag 

(CONTINUED ON PAGE 14) 
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THE 
BIG 
LIFE 
BUYER 
...and how to get to him 


He’s young. Married. Two kids. Good health. Steady entree to these families. An agent who’s already 
job, average pay. There are millions of him. He’s at home in their homes—and expected there. 
the big Middle Income life insurance market. It takes perhaps an agent who settles an auto claim 
But he’s a tough sale for most agents. They can’t for one out of three of them every year, and has 
yo get to him. Mostly, they can’t afford to. many a golden opportunity to bring up the 
0 m0 Who can? What kind of agent does it take [ state rarm } subject of life insurance. 
ealth in to handle this man’s business? It takes just this kind of agent. And that 
eo It takes an agent who’s already well compen- means State Farm agents. They find it easy 
sated by selling auto and home insurance. J iysyrance § to Call on the big life buyer. Regularly, they 
It takes an agent who already has a special w do. And they’re thriving on it. 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 
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Objects To Service 
Costs The Agent Is 
Expected To Absorb 


An agent who is both a CLU and a 
member of the Million Dollar Round 
Table writes as follows on the costs 
that agents are expected to shoulder 
in connection with policyholder service. 


Your editorials on balance are in- 
deed excellent and courageous. I have 
been looking for one, however, that I 
have not yet seen, and, frankly, have 
been looking for someone to write 
what I am about to write. Admittedly, 
a book or perhaps an entire library 
could be written on the thesis that I 
am about to express. 

In my opinion, the heart of the re- 
placement problem and all the other 
“abuses” (?) laid on the doorstep of 
the life underwriter go back to the 
most basic law of life—the fight for 
survival. Perhaps the brain-washed 
life underwriter is becoming less 
brain-washed in this enlightened age. 
He has seen the tremendous growth of 
the future companies, and in publica- 
tions he has seen a great deal of 
confusion, even among the run-of-the 
mill life underwriters when put along- 
side the Wailing Wall that emanates 
from the home office agency depart- 





ments about commissions. 

Service that is really service is an 
expensive, tedious and time-consum- 
ing thing. Who’s to service the policy 
more than 10 years old? Is this gratu- 
ity? It is indeed, but should it be? Are 
the so-called service or persistency 
fees sufficient compensation, and what 
of the “independent” like myself (and 
there are more and mere of us as time 
goes on!), who has no _ persistency 
fees? Should the slogan be: “He who 
services best is he who services free 
of charge’’? 

The conflict between whether life 
underwriting is a profession or a busi- 
ness is a travesty. We are a profession 
or a business depending on what best 
suits the fancies of the public, the 
home office, etc. 


Insult To Intelligence 


The root of the entire problem, 
therefore, is the tremendously out- 
moded compensation pattern of Amer- 
ican life insurance. To put it very 
bluntly, all of the hogwash about re- 
placement and its evils, moral switches, 
ad infinitum, is an insult to the intel- 
ligence and the blood, sweat and tears 
of the man most responsible for the 
acceptance of life insurance in Amer- 
ica—the “street agent.” 

It would be derelict for me to con- 
clude without stating that the compa- 





INCREASE 


SALES & 


WITH 


ALL-LINES 
SELLING 


Monarch men now have 
the facilities—and the ne- 
cessary training—to provide 


complete insurance protection for 
both personal and business accounts. 


Monarch’s quality all-lines facilities—Non-cancellable Health 
and Accident, Life, Group, Property and Casualty— increase 
sales opportunities. And Monarch’s 
all-lines training increases sales 
effectiveness. 


NEW 


OPPORTUNITY 


NSURANCE FIELD! 





LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


A member of @) Springfield-Monarch Insurance Companies 


For Monarch’s 

NEW OPPORTUNITY 
brochure, 

write Dept. NU-3 
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New officers of Illinois Assn. of Health Underwriters appear at Aurora » 
congress. From left are James D. Underwood, Mutual of Omaha general 
Peoria, president; LeGrand A. Flack, Effingham, secretary-treasurer; 
Warner, Philadelphia Life, Rock Falls, lst vice-president; and Ray Ca 
Mutual of Omaha general agent at Aurora, 2nd vice-president. 


















——— mr. Collie 
ny through which I operate is con- Mills,” in 
stantiy trying to develop ways and Lad view last : 
means of developing income other Conventions ifications 
than through insurance, because even presidency 
with all the millions we place on the ; textile mi 
books, the cost of service eats us up M4, 1416. Canagian jue Cha gene Kinsey aw 
and as the business matures, we be- For the 


come more of a charitable institution 
than a business organization. It -will 
get worse, not better, and as long as 
the rules are made, we will play the 
rules the way they are made, and 
the rules state: “Conserve, conserve, 
conserve.” From the company and in- 
stitutional standpoint, it seems like 
the slogan is: “The public (policy- 
holders) be praised and the agent be 
damned!” 


Gerald Page Receives 
Award Of L. A. Chamber 


Gerald W. Page, Provident Mutual, 
received the Will G. Farrell award of 
the Los Angeles Chamber of Com- 
merce for outstanding performance in 
the industry and service to the public. 
The luncheon was sponsored by Life 
Underwriters Assn. of Los Angeles, 
Life Insurance Managers Assn. of Los 
Angeles, and the life insurance com- 
mittee of the Los Angeles chamber. 
Chamber President Harold C. McClel- 
lan made the award. 

Mr. Page, who has been in insurance 
since 1923, has been president of the 
Los Angeles agents’ association, Los 
Angeles chapter of CLU, and Amer- 
ican Society of CLU. He was also 
chairman of the chamber life insur- 
ance committee and is a trustee of 
American College. He is a life member 
of the Million Dollar Round Table. 

The luncheon speaker was Kenneth 
W. Christianson, Connecticut Mutual, 
who reported on a survey conducted 
by LIAMA and LUTC on the public 
image of the life agent, the product he 
sells and the companies he represents. 
Results of the survey, he said, open up 
some often overlooked opportunities 
for agents as well as providing a guide 
for sales. 

Mr. Christianson said the survey 
indicated one out of nine people want 
to buy life insurance, four out of nine 
will listen with an open mind, and six 
out of 10 will give referred leads if 
asked. The survey presented evidence 
that 80% of new agent failures are due 
to lack of intelligent prospecting. 


Neb. Group Hears Ackerman 
James N. Ackerman, vice-president 
and general counsel Bankers Life of 
Nebraska, discussed insurance legisla- 
tion at the April meeting in Lincoln of 
Insurance Institute of Nebraska. 


May 14-17, Insurance Accounting & Statistic; 


Assn., annual, Biltmore Hotel, Los Angea) panel Mr. 
May 19-20, Florida Assn. of Life Underwritey er hypoth 


annual, Ellinor Village, Ormond Beach, 
May 19-20, North Carolina Health Underwriter 


Assn., sales congress, Barringer Hotel, Chz§ for the 1! 


lotte. 

May 23-25, CPCU institute, southeast distrd 
University of Georgia, Athens. 

May 24-26, Canadian Life Insurance 
Assn., annual, Seigniory Club, Quebec, 


May 31, Fraternal Actuarial Assn., midyea bers will 


Royal York Hotel, Toronto, Ont., Canada 


June 1, CLU-CPCU building dedication cen§ * 
mony, Huebner Hall, Bryn Mawr, Pa. 


June 1-2, Society of Actuaries, regional, Rop§ process tl 


York Hotel, Toronto. 

June 2, CLU national seminar, Sheraton Hote 
Philadelphia. 

June 4-9, National Assn. of Insurance Con 


Philadelphia. 


June 7, Actuarial Club of the Pacific State if their e 
has chang 
June 8-9, Society of Actuaries, regional, Am remarks. | 
the new | 
determine: 


June 12-14, International Assn. of A&H Undeg dicate wh 
writers, annual, Waldorf Astoria Hotel, Neq firmed or 


annual, Ambassador Hotel, Los Angeles. 


bassador Hotel, Los Angeles. 
June 12-14, CPCU institute, south central dis 
trict, University of Kansas, Lawrence. 


York City. Panelist: 
June 15-17, CPCU institute, north central dq Panelist; 
trict, Bowling Green State University, Bowg editor anc 
ing Green. Harvard I 
June 19-21, American Life Convention, i fb 
cal section, Homestead Hotel, Hot Springs, sor of Dus 
June 19-30, American Life Convention, Liq Vard Bus 


Officers Investment Seminar, Beloit 
Beloit, Wis. 


June 22-24, California Assn. of Life Unde New Yc 
writers, annual, Biltmore Hotel, Santa Ba a 
Series | 


bara. 
June 24-29, Million Dollar Round Table, annua 














Americana Hotel, Miami Beach. An adve 
June 25-28, Consumer Credit Insurance Ass career ser 
annual, Sheraton Towers Hotel, Chicago. the t 
July 27-29, National Assn. of Life Compania the two 
annual, Sheraton-Charles Hotel, New Orlean§ service ad 
July 30-Aug. 5, CLU institute, University @ Saturday 
Wisconsin, Madison. vertisi ng 
Aug. 13-19, CLU institute, University of Colq Als ‘ 
rado, Boulder. 0, at 
Aug. 21-23, International Federation of Com of Advert 
mercial Travelers Insurance Organizatioy Arthur Ki 
annual, La Fonda Hotel, Santa Fe. 7 ‘ 
Aug. 28-Sept. 1, National Insurance Assi in creative 
annual, Sheraton-Park Hotel, Washingt vertising” 
: Sh 
Sept. 17-20, International Claim Assn., anni och, Co 
The Greenbrier, White Sulphur Spring creative C 
W. Va. Life caree 
Sept. 20-22, Life Insurance Advertisers 
annual, Sheraton-Dallas Hotel, epic 
Sept. 24-29, National Assn. of Life Unde 
writers, annual, Denver Hilton Hotel, D Rosenth 
ver. F. Vv 
Sept. 25, Fraternal Actuarial Assn., ann recto “7 
Netherland Hilton Hotel, Cincinnati. ‘ r or 1 
Sept. 25-27, Life Office Management signed his 
annual, Shoreham Hotel, Washington, D- Gh lic Lite of 
Sept. 25-27, National Fraternal Congress, 4% my 
Netherland Hilton Hotel, Cincinnati. pag re 
Oct. 9-13, American Life Convention, anm ne ad 
Edgewater Beach Hotel, Chicago. Democrati 
Oct. 10, Insurance Economics Society, annw (9 Repub 
Edgewater Beach Hotel, Chicago. member ¢ 
Oct. 18-20, Institute of Home Office Unde. vi 
writers, annual, Jung Hotel, New Orleans }J0b, and 
Oct. 30-Nov. 1, Health Insurance Assn., 10 that he w: 
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Fictional characters will have prom- 
wnt roles in two concurrent panel 
wions at the CLU national seminar 
.e 2 during the Huebner Hall dedi- 
ton events June 1-2 at Bryn Mawr, 








me panel, on management prob- 
« will take the form of selecting 
‘best qualified man from among 
fictional candidates for the presi- 
vy of a fictional life company. The 
' panel, on life insurance selling, 
‘discuss the qualifications of four 
snal candidates nominated for the 
Huebner Award” (also fiction- 
‘as America’s outstanding life in- 
’ ce agent. 

Aurors mp The management panel will have as 
eneral moderator Abram T. Collier, senior 
_ vice-president and general counsel of 
Y Carpenie! John Hancock. The idea for the panel 
discussion came from an article by 
Mr. Collier, “Debate at Wickersham 
Mills,” in the Harvard Business Re- 
view last year. It dealt with the qual- 
ifications of four aspirants to the 
presidency of a fictional New England 
textile mill and won the 1960 Mc- 
Kinsey award for its author. 

For the CLU seminar management 
panel Mr. Collier has prepared anoth- 
er hypothetical case study, “Decision 
at Zenith Life.” Those who register 
for the management section of the 
seminar will receive a copy of the 
case and will be asked to mail in a 
ballot for Zenith Life’s next president. 
Then at the seminar the panel mem- 
bers will debate the qualifications of 
the four senior executives being con- 
sidered for the presidency and in the 
process they will bring out various 
psychological, leadership and manage- 
ment principles. 

At the close of the discussion peri- 
od, the audience will again vote to see 
if their evaluation of the candidates 
has changed because of the panelists’ 
remarks. Mr. Collier will then present 
the new president of Zenith Life, as 
determined by the mail ballot, and in- 
dicate whether the audience has con- 
firmed or rejected its selection. 

1 central df Panelists will be Edward C. Bursk 
ersity, Bowg editor and publishing director of the 
| Harvard Business Review and profes- 
sor of business administration at Har- 
vard Business School; Howard W. 


New York Life Career Ad 
Series Wins Two Awards 


An advertisement in New York Life’s 
career series has been judged one of 
the two “most distinguished public 
Service advertisements of the year” by 
Saturday Review’s ninth annual ad- 
vertising awards committee. 

Also, at a meeting of American Assn. 
of Advertising Agencies, the annual 
Arthur Kudner award for “excellence 
in creative writing for institutional ad- 
vertising” was presented to Richard 
— Shoch, Compton Advertising Agency’s 
ur Spring creative director, for the New York 
| Life career series. 
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Hote, Def Rosenthal Resigns In III. 


F. Vernon Rosenthal, assistant di- 


sn., ann q hgh 
rector of insurance of Illinois, has re- 


ati. 


nent . signed his position to join Old Repub- 
amit cng Ut Life of Chicago. It is expected he 
ti. will be replaced by a Democrat. 


The administration in Ilinois is 

ocratic. Director Joseph Gerber 
aty, (a Republican) is the only appointed 
rice Unig MeMber of the cabinet to retain his 
Orleans. }Job, and there has been speculation 


pan. ind ag will not go the full four-year 


ion, anni 
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wo Feature Imaginary Characters At 
LU National Seminar In Bryn Mawr 


Johnson, dean of the School of Indus- 
trial Management at Massachusetts 
Institute of Technology; Harold J. 
Leavitt, professor of industrial admin- 
istration and psychology at the Car- 
negie Institute of Technology Gradu- 
ate School of Industrial Administra- 
tion, and Willis J. Winn, dean of the 
University of Pennsylvania Wharton 
School of Finance and Commerce and 
vice-provost of the university. 


Steinbeck To Moderate 


Vice-president Leroy G. Steinbeck 
of Life of North America will be the 
moderator for the concurrent session 
for life agents. The panelists will draw 
on their own experiences and back- 
grounds to bring out the characteris- 
tics believed to be vital to success in 
life insurance selling. A case study 
based on “interviews” with the fic- 
tional candidates for the award has 
been written by Mr. Steinbeck. It will 
be mailed to all who sign up for the 
agents’ section. Reading it and submit- 
ting a mail ballot for the candidate of 
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their choice will be required home- 
work for all who plan to attend. 

Panel members are Howard D. Gold- 
man, general agent for Northwestern 
Mutual Life at Richmond and chair- 
man of the 1957 Million Dollar Round 
Table; Arthur F. Priebe, Penn Mutual 
Life agent at Rockford, IIl., and chair- 
man of the 1956 MDRT; E. Price Rip- 
ley, agent of National Life of Vermont, 
a qualifying and life member of 
MDRT and a director of American So- 
ciety of CLU, and Bernard H. Zais, 
agent of Connecticut Mutual Life in 
Burlington, Vt., a qualifying and life 
MDRT member and a former NALU 
national committeeman. All the panel- 
ists and the moderator are CLUs. 

Chairman for the agents section, 
which is entitled “Profiles of Excel- 
lence—a Dramatic Case Study of Life 
Underwriting,” is Paul <A. Norton, 
vice-president of New York Life. He 
is chairman of the CLU’s joint com- 
mittee on continuing education, which 
sponsors the CLU national seminars. 

Reservations for the management or 
agents sections of the seminar may be 
obtained by writing to the Huebner 
Hall dedication committee, 266 Bryn 
Mawr Avenue, Bryn Mawr, Pa. 


When you stop to think... 


.-- don't forget to start again. At National Life, 
we believe our business is not so much in keeping 


up with others, as in keeping ahead of ourselves. 


THE 
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LIAMA Has New Course 
For Agency Managers 


A new study course in agency man- 
agement has been’ published by 
LIAMA. The course covers recruiting, 
training, interviewing, appraising, su- 
pervising, counseling, motivating, 
leading, plus the practical: framework 
within which the agency manager can 
gain experience in the application of 
what he has learned. 

It is packaged in three binders, con- 
sisting of the two volume Agency Man- 
agement Library, the text. “Managing 
An Agency,” and a workbook with 
review questions and projects. 

The course may be taken as a cor- 
respondence course or through study 
groups organized by local General 
Agents & Managers Assns. of NALU. 

Philip N. Lawton, senior consultant 
of LIAMA, edited the course. Accord- 





a manager to develop a working agen- 
cy plan, both long term and short.term. 

Pan-American Life’s submitted busi- 
ness in March totaled $23,397,233, a 
gain of 23.3%. March was president’s 
month. 
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Indiana Papers Back 
McClain Efforts To 
Revitalize Department 


Indianapolis newspapers have been 
giving favorable attention to the ef- 
forts of the new insurance commis- 
sioner, Harry E. McClain, to reorgan- 
ize his department and bring it up to 
the level of current insurance needs. 

Mr. McClain was commissioner 24 
years ago, and for most of the time in 
between has been executive secretary 
of Indiana Assn. of Insurance Agents. 





HieNATIONAL UNDERWRITER 


Since his last term in office, in 1937, 
the number of companies in the state 
has increased by 250, but the size of 
the department staff is virtually un- 
changed. Since 1945, 71 new companies 
have been organized in Indiana, a 
number of them as stock sales promo- 
tions according to Mr. McClain, but for 
nine of the last 15 years there has 
been no examination of the new in- 
surers. 

Records in the department on agent 
licensing have fallen so far behind that 
Mr. McClain cannot tell how many 
agents are licensed, although he guess- 
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es the total to be in the vicinity of 
30,000. When he took office, Mr. Mc- 
Clain suspended agent examinations 
when he learned that test questions 
and answers were in circulation. A 
new test is being compiled, require- 
ments and procedures are _ being 
changed, and examinations will be 
resumed probably in May. 


Plans Additions 

Mr. McClain would like to add two 
examiners, a_ licensing investigator, 
assistants for the fire and casualty 
divisions and an assistant actuary. 
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The “Key to Business Security”, one of many Equitable Life 
of Iowa’s widely acclaimed sales aids, dramatically points up 
the business insurance needs of the sole proprietor, the partner- 
ship, the close corporation and the key man. Equitable men 
know that with the “Key to Business Security”, they can do a 
better and sounder job of selling in this important field. 
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Detroit Agents Tackle 
Sticky Problem Of PR 
At Annual Breakfast 


With a minimum of five million; 
lars in volume represented at the, 
siding table, 400 members of De, 
Life Underwriters Assn. tackleg 
problem of public relations for jpg 
ance agents at the association’s an 
continental breakfast. 

The program, a panel discysg, 
featured Rudolph Leitman, Ney y, 
Life; Donald Dent, Equitable of ,, 
York; Carl Moody, Penn My 
DLUA President Clare Cronkris 
New York Life—all veterans of 
Million Dollar Round Table—and q, 
eral Agent E. H. Meyers Jr., Fidgj 
Mutual. 

Sparks flew as the conversation p, 
duced such leading questions as “}, 
are you reluctant to identify your 
as a life insurance agent?” Some » 
swers: “I’m not afraid to.” “] y, 
people to like me before they beg, 
wary of my profession.” 

Major split on the subject gq 
when members brought out that th 
feel they are not only life agents, y, 
estate counsellors, financial couny 
lors, etc. Consensus of the meeting 
Regardless of how the agent pictuy 
his activities, his basic function js 4 
sale of life insurance. 

Some general questions and answey 

What does one do when someone j 
a group downgrades life ins 
for example, by saying, “Oh, vane 
the life insurance racket?” Answer 
Don’t walk away from it. Insuranee; 
not a racket, it is a legitimate busine 
with the largest reservoir of financis 
investment in the nation, and wi 
more tangible faith expressed in j 
through investments by more peo 
than any other financial undertakin 
in the world. 


Defines PR For Agent 


“What is good public relations f 
the agent?” Answer: Self respe 
Based on knowledge of his produ 
how it works, its true value, and fait 
in what he is offering. 

“What about knocking anothe 
agent?” Answer: Don’t do it. If th 
agent comes across a prospect wh 
has been poorly handled in the pas 
he shouldn’t attack the previous ager 
or the company he represented. Knock 
ing him creates suspicion of the lif 
insurance industry. The agent sho 
put his own best foot forward. Aft 
all, the coverage the man had at 3 
earlier date, may have been right fi 
him at the time. Build a new relation 
ship with the client, on a solid founda 
tion; not on the rot of suspicion an 
disappointment. 

“What can we do about twisting’ 
Answer: The agent should avoid doin 
it himself. And when coming across 
he should report it at once to the 
ical practices committee of DLUA. 





National Of Vt. Leaders 
Volume $218 Million 


A total credit volume of $218,1159 
in life sales was amassed by the 4% 
members of National Life of Vermon 
president’s club. At least $1 milli 
in club credits was attained by 9 
members. 

The Atlanta general agency, headé 
by Harold T. Dillon, had the mo 
members, 47; Chicago, under H. 
Johnson, was second with 12, and N 
York, Philip F. Hodes, general age 
was third with 10. 

First-year winners will be aware 
membership plaques. Previous me@ 
bers will receive bronze 1961” té 
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oy H. C. COPELAND & CO., | 
1, New y . . "9 t C 4 
able of Wy 
nn Mut 
Cronkrig : ; 
Tans of 4 "pene, EN ES ee ee ee ———— = —= 1} The Massachusetts Mutual President's Trophy, 
e€—and Ge | e | awarded annually to recognize the most out- 
Jr, Fide | Wins | standing all-around agency operation in the 
2rsation py | I company, was presented for 1960 to Harry 
ons as “Vj | [ C. Copeland, Jr., President of H. C. Copeland 
“| | MASSACHUSETTS MUTUAL | &smsrm overs, 
al Fe | f 9 | With the largest 1960 gain in new Ordinary 
: | P d | h | business of any Agency in the Company, the 
re Cal | rest ent Ss rop YY 1 H.C. Copeland & Company team of 37 full- 
neni t I | time men, 100% members of their local Life 
ial counsi ! [ Underwriters Association, produced over $41 
- | ; million of Ordinary and over $11 million of 
ction ee ee eee ———— — == —=" Group in 1960. The Copeland organization 
now includes 17 C.L.U.’s and 13 members of 
nd answer the 1960 Million Dollar Round Table. Their 
aa first and second year men produced more 
h, you'r i than $7.5 million, 18.6% of the Agency's 
ss Answe total. 
surance j 
oe Plaques presented in recognition of the 
and wi accomplishment of the next four contenders 
essed in j for this award went to General Agents 
nese Herbert Geist, Jr., C.L.U., Chicago-Geist; 
. Robert L. Woods, C.L.U., Los Angeles; John 
R. Humphries, Atlanta; and Desmond J. 
lations { Lizotte, Newark. 
lf Tespe _ : 
is produel Before coming to New York City, Harry 
and fai HARRY C. COPELAND, Jr. - Copeland was General Agent of the Syra- 
: one cuse Agency which won the President's 
it. If th Trophy in 1958 and placed among the top 
spect wh five in both 1954 and 1959. 
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- = sue of Life Insurance Selling. blank was used to explain the details, 2 s 
Franklin Life GA The drive opened with a breakfast while the individuals at the tables Protect Dignity Of. ear l 
- in the gymnasium of Yankton State filled out their own application blanks = Js | 
Sells 156 Life College to which the whole town was from a package of material placed at Individual, Gerbe; Y. C 
je 


= 8 invited. The mayor of the city opened each table setting. s 

P olicies I n I Day the ceremony with greetings to the A score of Mr. Oleson’s associates Tells Life Agents tate 

A life insurance championship was participants and congratulations to were on hand to answer questions, (CONTINUED FROM PAGE 2) 
attained April 29, in Yankton, S. Dak., Dale Oleson for his enterprise. Letters receive money and sign receipts and fictitious groups in the fire and cag Close to ? 
by General Agent Dale Oleson of of greetings from Gov. Kerner of Il- two physicians were present to give ty business today. ng, law, acc 
Franklin Life. linois and Mayor Collins of Spring- on-the-spot medical examinations. “You are part of a very impopmeds were | 

By midnight on the 29th, Mr. Ole- field, Tl., were read. — system and since you are, you pie planner 
son had sold a total of 156 life insur- The meeting got down to business Lincoln National Life home office fight for it. Measure it in terms ofymity CLU cl 
ance contracts topping the previous with the explanation and completion employes have presented local hospi- progress each year, and you musty New York 
record of 129 sales in one day reported of application forms. A huge eight tals with 12 pieces of specialized gress each year. Fight for your greeted 
in an article in the February 1961 is- foot blowup of a Franklin application hospital equipment. life. Go down in defeat, but fight How a fc 
a ne trust 0! 

Mr. Gerber congratulated the agedhnd life age! 
ation on having a “tenacious ang gireate, cons 
termined”? chairman of its law sibyentual dis 
legislative committee in the perso fistate, was 
Gerhard Krueger, Equitable Life Riged over 
Iowa, Chicago, “who has never }palprudential. 
tated to let the insurance dire milton H. 
know exactly for what the associaifimm of He 
is striving.” Sern & Be: 








* : He also mentioned  “tremenggflresponsibilit 
: rT ial Sti9@ changes in the insurance _busineddeciding if 
i imei ful (i —— and said the life insurance people hip the law 


been sheltered. “You do have yithat the pla 
problems, too, group insurance for plated. 

but you must recognize that chan 

are taking place that are so deep g Assemble A 


general insurance 
man keeps this so profound that to blind your yisig Te role 
to reality is like an ostrich who by by I 


Re ‘a : its head in the sand.” ag 
| Bachrach, S 
a — Changes In Economy as assembli 
>= _ a He noted that of the changes taki mation. The 
CARD in nis 


place in the American economy ingy y wh 
top drawer. 


ance is particularly affected, since gihe estimati 
used to be geared to its relationgjgtate obligat 
with the producer, but now everythiggnancial repc 
is geared to the consumer. The reagg tums, anal) 
the direct writing companies have hgwere all su 
come so strong is that they have geang Mr. Bachra 
their operations directly to the buyey Warren F 

: _ 9 ._ 3 ™ he said. Although this is more the enjo =, — 

. . ; 7 ~~ “S B cern of the fire and casualty busineg viewed the 
INCREASE YOUR COMMIS- i _ % _ % the life industry is certainly awag the esta 


4 : ’ oe : that the fire and casualty companigsponsibilitie 
SIONS by using the services of the i \ a " a é are more and more engaging in th primarily v 


i i i life insurance business. property, ke 
Business Planning Department in Of even more importance is that tiqety and m 


your local Atna Life General Kook . 3 We" consumer concept may seep into tyme and 
YAN i _ life insurance business, he declare aries. 
Agency. There are good prospects AN As with the fire and casualty bus] The life 


for high-commission Business Life ness, competition and the Tee 


ture may eventually effect the ligthe agi 

7 : agents’ earnings. For instance, in tibearing his 
Insurance Plans in your files right tire aud casusity business ae as_ on 
now. With no increase in overhead, ' ” much that can be done about loss ex convincing 
ss . , pense and “you can’t trifle with taxqcan fill gap 
you can have an A®tna Life expert ' "either, but you can cut the acquisitiafinancial pl 
5 z _ cost (commissions) if you want life Insura: 
working in your behalf, enabling . ‘ , compete,” he said. “This is an ate drainage an 


d li ith that concerns the agency system angassets for tl 
you to provide your clients wit the very foundation upon which it wathat the ro 


E : 5 

i g * Dun, conceived.” stimulate tk 

better, — complete sae SUPER), CAN Mr. Gerber holds that the standa _ vali 

rogramming. 2 in the business of selling insurang'te prospec’ 

ge : ° ‘he SURANG must be raised and mentioned thébout wha’ 

Check the larger accounts in your "T AND Gnou, se agents qualification bill being spomPtoperty w: 
si sored by the various producer group 


files, and put A&tna Life’s advanced in Illinois. “Your bill is controversial, Annuity 
he said, “but I am not so concerne By Gene 


os? . Pgs On, 
underwriting services to work on ; — with the particular bill as with t 


i i basic philosophy of selling insurance] General 
this profitable business. His most serious problem in the regjrates for s 
ulation of the business is the man oujlife annuiti 
selling, he said. “If we could develop qduction is a 
‘moral fabric’ in selling insurance, jnuities are 
think our problems would decrease b¥cash refund 
one-third—that is if the salesme§ship basis, 
would really be professionals and rea} buted larg 
ize their obligations.” 





a F. new ra 
" A.A.L. Ist Quarter Sales Up ! a 
New business of Aid Assn. for LU Inateria) go 
] I | y | y erans during the first three months Snuity mark 
1961 amounted to veges and Mi nortunities, 
RAN ANY was 18% ahead of the first quar 
st 6 CO CE COMP last year. Record sales of $25,590,940 Ha. Ist ( 
snpgetantes meee 6 March surpassed the per ~~] Western 
Affiliates: Etna Casualty and S c : —by Ot 
aie’ Standard ec Wicues Comeenr” single month—last December ai quarte 
The Excelsior Life, Canada $1 million. hew life 
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’ Of Kear 1,000 Attend 
ther y, C. CLU Chapter 
nts F.tate Planners Day 


AGE 2) 
> and cap Close to 1,000 members of the bank- 
ng, law, accounting and life insurance 
‘y imponields were on hand at the annual es- 
€, you mite planners day of the New York 
erms of wity CLU chapter. 
UL musty New York’s Mayor Robert F. Wag- 
your er greeted the group. 
ut fight] How a four-man team comprising 
ne trust officer, lawyer, accountant 
d the agufind life agent work closely together to 
OUS and jmreate, conserve and provide for the 
ts law sbventual distribution of an individual’s 
1€ person fbstate, was the subject of a panel pre- 
ble Life Rided over by Wilbur C. Neustein, 
never hesprudential. 
ice dire Milton H. Stern of the Newark law 
> associai@tirm of Hannock, Weisman, Myers, 
Sten & Besser, outlined the lawyer’s 
“tremendgresponsibilities for the will, including 
€ busingdeciding if a proposed plan conforms 
People hawltp the law and providing assurance 
have yothat the plan will operate as contem- 
NCe for oiplated. 












a tH asemble And Evaluate Data 
‘your a The role of the accountant, as ex- 


gs assembling and evaluating infor- 
nges takiggmation. The evaluation of assets, es- 
omy ingyg pecially where a business is involved, 
od, sing gihe estimation of taxes and other es- 
relations tate obligations, the drawing of fi- 
everythig nancial reports, preparation of tax re- 
The reayg urns, analysis of a client’s business, 
25 have hgwere all subjects for the accountant, 
1ave gearng Mr. Bachrach said. 
the buyey Warren H. Eierman, vice-president 
re the engof the Hanover Bank, New York, re- 
y busine viewed the duties of the trust officer 
inly awa the estate planning team. His re- 
companig ponsibilities were explained as dealing 
ing in taprimarily with the administration of 
property, keeping control of trust prop- 
is that thgetty and making disbursement of in- 
p into tycome and principal to trust benefi- 
+ declares ciaries. 
alty busg The life agent was represented on 
rate strugthe team by Henry F. Silver, head of 
t the lige New York Life brokerage firm 
ice, in tybearing his name, who depicted his 
there isngrle as one of calling on prospects, 
ut loss eq convincing them that life insurance 
with taxg¢an fill gaps in the family or business 
acquisitig financial planning, and showing how 
want life insurance can minimize estate 
s an argdrainage and conserve a maximum of 
ystem angassets for the family. Mr. Silver noted 
ich it wathat the role of the life agent is to 
stimulate the prospect to think about 
standar@plans for the future, and to disturb 
insurangthe prospect, strip him of complacency 
ioned tiabout what he owns and what his 
ing spomProperty will do for him. 


er group _— 
Annuity Rates Reduced 


roversial, 

concerne 

with tSy General American 

nsurance| General American Life has reduced 

| the regirates for single premium immediate 

> man oljlife annuities. At some ages, the re- 

develop qduction is as much as 25%. These an- 

urance, jilities are issued on a non-refund, 

crease b¥cash refund and joint life and survivor- 

salesme¥ship basis. The reduction was attri- 

and reabuted largely to increased interest 
earnings 










A new rate booklet on the annuities 
Up Il bas been issued and the agents have 
for Lut Provided with sales promotion 
nonthal ae poened to pinpoint the an- 

A Market and highlight sales op- 
and Mrrtunities, ’ 









; que 
phe ood Ist Quarter Is Reported 


_by ov Life of Helena reports a 


Pst quarter total of $28.8 million of 





life insurance paid for—12% 
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ahead of the company’s 1960 first 
quarter mark. March sales of $11,484,- 
037 paid volume of insurance was the 
second highest total in the 50-year 
history of the company. Group life 
sales also reached a new high during 
the first quarter of 1961, raising the 
group life in force total to $89,644,183. 
Three month A&S premiums were up 
46% while health insurance applica- 
tions were 30% above the first quar- 
ter of 1960. 


Phoenix Mutual Increases 
Dividends, Interest Rates, 
Benefits Up $1.2 Million 


Phoenix Mutual Life has increased 
dividends and the rate of interest on 
funds left with the company. The total 
increase in benefits will amount to 
$1.2 million annually. 

Under the new _ dividend scale 
policies which have accumulated sub- 
stantial reserves will benefit most. In- 
terest on funds left with the company 
under income agreements and on divi- 
dends left to accumulate will increase 
from 3.5% to 3.75% on July 1. 

The interest rate on auxiliary funds 
left with the company in connection 
with pension and profit sharing plans, 
where such funds qualify for special 
tax status, will be increased to 3.85%. 
Interest on premiums paid in advance 
will increase from 3.25% to 3.5%. 

Single premium rates for life, en- 
dowment and retirement income poli- 
cies have also been reduced. 


Sun Life Of Canada Names 
1960 Production Leaders 


Sun Life of Canada has named its 
agency production leader for 1960. 

F. W. Merselis, manager of the New 
Haven agency which ranked first 
among all U.S. agencies for the second 
consecutive year, won the president’s 
trophy, and thus becomes chairman of 
the U.S. managers consultation com- 
mittee for 1961. Winner of the presi- 
dent’s group trophy was F. K. Ziegel, 
manager of the Detroit group agency. 
He becomes chairman of the group 
managers consultation committee. Jack 
Chernin, manager of the leading Can- 
adian agency at Montreal, won the 
Stanton Cup and becomes chairman of 
the Canadian managers consultation 
committee. 

Other U.S. leaders were P. E. Gibson, 
Washington; F. J. Fulton, Honolulu; 
L. V. Drury, Philadelphia; L. W. Mil- 
ler, Springfield, Mass.; L. C. Richards, 
Cleveland, and T. E. Samuels, Mem- 
phis. 

Group leaders were N. J. Latter, 
Toronto; P. A. Turgedn, Cleveland; 
R. W. Asmstrong, Hamilton; A. G. S. 
Arnot, Montreal, and J. J. Powell, 
Baltimore. 

Canada leaders were L. S. Morrison, 
Saskatoon; Jim Rivard, Sept Iles; 
Lewis Rodman, Montreal; J. T. Gray, 
Toronto; G. S. Houghton, Calgary; and 
K. E. Burkinshaw, Vancouver, B. C. 


Nationwide Corp. Stock Dividend 

Nationwide Corp. will make two 
stock distributions in 1961, each at the 
rate of one share for every 40 held on 
the date of record. The first distribu- 
tion will be May 25 to stock of record 
April 28, and the second Nov. 22 to 
stock of record Oct. 1. These will be 
the seventh and eighth stock distribu- 
tions of Nationwide Corp. since 1956. 
Nationwide Corp. has invested mainly 
in insurance stocks and owns substan- 
tial interests in Nationwide Life, Mich- 
igan Life, Northwestern National and 
National Casualty. 


Baltimore Life Production 
Leader Joseph Castriota 


Baltimore Life, at a three-day week- 
end meeting of its President’s and 
Honor clubs, named Joseph A. Castrio- 
ta, Washington, Pa., leading producer 
for 1960. Mr. Castriota accordingly be- 
comes the new president of the Presi- 
dent’s Club. 

Producers attending the meeting 
were guests at a special open house 
at the company’s new home office 
building, and were also guests at a 
baseball game between the Baltimore 


qualifications:, 


expense arrangement. 
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Grand Rapids Insurer 


Is Being Organized 

Independent Security Life of Grand 
Rapids is being organized with author- 
ity to issue one million shares of stock 
at $2.50 per share. The incorporators 
are headed by Dr. Justin L. Sleight, 
Lansing, who has been designated 
chairman. 





Orioles and the Minnesota Twins at 
Memorial Stadium. 

Henry E. Niles, president, served as 
host for the weekend. 


TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


NUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can "measure up" to these 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 
Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
"special" coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an "Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Col. William J. Rushton, President 
BIRMINGHAM, ALABAMA 


Insurance 
Company 
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FieNATIONAL UNDERWRITER 


Packaging Is Stressed At Purdue Clinic 


(CONTKNUED FROM PAGE 6) 
ment, he listed the points that should 
be covered: A definition of disability, 
tied to a specific disability income 
policy; provision for income during 
disability prior to the buy-out; date 
the buy-out is mandatory; where the 
money to pay the income before buy- 
yut and to effect the buy-out is to 
come from; the number of instalments 
to effect the buy-out; disposition of 
business life insurance policies after 
the buy-out; and provision for death 


during the disability buy-out period. 

Mr. Harmelin scoffed at the objec- 
tion that the buy-out should not be 
mandatory because the disabled part- 
owner might recover. “In the first 
place, the idea that he will recover 
after a buy-out that becomes manda- 
tory only after a reasonable number 
of years of disability is based on emo- 
tion rather than fact. The 1930-50 dis- 
ability study shows that at age 37%, 
out of 100 people disabled 3 years, 
only 15 will ever recover. At age 471%, 


the recoveries are only 9.8. At 57%, 
they are 5. Further, after a part-owner 
has been away from the business for 
three years or so, he will be rusty. Will 
it be the best business practice to have 
him come back in the same position 
of responsibility he held before? Let 
each part-owner think of himself in 
the role of the non-disabled man and 
decide if there would be a problem 
in one of the others in the firm com- 
ing back after a long-term disability. 

“The device of substituting for a 
mandatory buy-out, a mandatory con- 
version of the status of active partner 


We at Republic National Life have 
moved dramatically forward, 
confident in our belief that we 


possess a special formula for 


sales success. To the man gifted 
with that extra spark of enthusiasm 
and the imagination to. romance 
the basic miracle of Life Insurance 
in action, we offer a sales contract 
with a built-in Magic Carpet to 
better living. In fact we dare any 
man big enough to fit our special 
pattern for sales success to find 

a more profitable opportunity than 
a sales contract with the “GO” 


Company. 


Theo. P. Beasley 
Chairman of the Board 


REPUBLIC NATIONAL LIFE 2cwcawce Comorany on00s 10 


GROUP 


LIFE «© ACCIDENT e 


HOSPITALIZATION °¢ 


SICKNESS e 
PENSION ¢ 


MEDICAL 
BROKERAGE e 


AND SURGICAL REIMBURSEMENT ° 


COMPLETE REINSURANCE FACILITIES 
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to inactive, or of a common siockhy 
er to non-voting stockholder, has } 
suggested. It can be used. I[ ¢a, 
see that it solves any problem 

solved by a buy-out,” he said. 


No Lapses In 14 Years 


He reported that his agency 
been selling disability in the buy, 
agreement for 14 years and has 
to have a lapse of sucha policy, ~ 

Mr. English declared that healt; 
surance cannot be sold unless the », 
is sold. The procedure for selling , 
need, he said, is as follows: 

1. Who you are in relation to 4 
prospect. (“Friend of a friend.”) 

2. Summary of what you can do; 
the prospect, (“I have put $35,009; 
your friend’s desk drawer. Let me 
you how. Will you listen?” ) 

3. Why he needs it: 

a. Because he is human, and; 
human beings die. 

b. Before death, all human being 
are ill. ‘ 

c. Therefore, the prospect wil] } 
ill. 

d. He will have enormous pj 
“or else they’ll turn you over to ¢ 
butchers.” (At this point, Mr. Engiis 
exposed the left half of his back , 
reveal a surgical scar “you can mp 
train through.” as he described it, “ 
1928, I had to have a kidney ope 
tion. I had no money. I went to 
charity hospital. This scar cost not 
ing. Next he exposed the right side, 
his back to reveal a thin, almost ip 
visible scar. “A few years ago I hj 
to have another kidney operation. Thi 
time I had money. I had enorm 
bills; but can you find that scar?’) 

e. The prospect’s average cost f 
medical bills will be 6% of his life 
time earnings; “but the trouble ; 
that the bulk of that cost may come ij 
the late years when there is too litt 
time to recover; and the savings th 
would have retired him go for bills” 

f. The prospect will suffer an addi 
tional loss of 7% of lifetime earni 
by reason of loss of time. 

g. He must have protection. 

h. It must be the type of protec 
tion he can depend upon. 


Four Ways To Convince People 


“There are four ways to convind 
people,” Mr. English said. 1. 
claims. 2. Argue. 3. Use evidence. 
Use proof. He said he uses evid 
the way witnesses are produced at 
trial. He uses only actual clippings 
makes any claims only by presenti 
a clipping quoting someone else 
having stated it. 

“My training was in law,” he sai 
“The device I use is known as over 
whelming with massive evidence.” 

Mr. Ernst, pouring out a continuo 
stream of sales ideas, threw bottles 
pills guaranteed to increase an agent’ 
income. to the audience, broke save 
ers on the floor to demonstrate th 
way disability shatters a family’ 
plans, displayed shrunken dollar bill 
to demonstrate the dollars a man ha 
after taxes, etc. 

“Eliminate the word, ‘insurance, 
from your vocabulary,” he urged 
“What you are really selling is mone) 
Talk about it that way. 

“Beware” he warned, “of getting § 
technice| that you neglect the an] 
$100-a-: 10nth sale. Program on 
‘bought’ basis; that is, start with $1 
a month and add to it, in amounts 
as to cover other needs such as ho 
pitalization and all the rest. That! 
real prog):aming. 

“Remember,” he concluded, “whe 
you hear the siren of an ambulane 
someone has passed the threshold 4 
uninsurability—he has waited a day 
too long to buy.” 


















| XUM | 


13, 196 


lay 19, way 13. 1961 LIFE INSURANCE EDITION 15 


1 StOckhg 
er, Nas by 
Te 
roblem 

id. 


agency } 
the buy. 
nd_ has 
licy, — 
t health; 
ss the Ne 

Selling 4 


tion to 4 
ad.’?) 

1 can do f 
L $35,000; 
Let me ig 


In, and ; 
Man being 


ct will } 


trouble 
ay come ir 
is too littl 
avings t 
‘or bills.” 
r an addi 
le —_ 
on. 

of protec 


ple 


D convine 
> ke 

vidence. 
s evid 








LEGEND OF GROWTH 
i FROM COAST TO COAST 


lollar bi 
a man 


insurance ASSETS ... $1,059,177,853  * INSURANCE IN FORCE... $5,241,276,317 


he urged 


me: THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


getting 
the basid Home Office, Cincinnati, Ohio « A Mutual Company ¢ William C. Safford, President 
im aid REGIONAL OFFICES: 


wit Philadelphia, Pa. e Jacksonville, Fla. ¢ Asheville, N. C. ¢ St. Louis, Mo. ¢ Houston, Texas e Los Angeles, Calif. 
h as hos 
st. That! 
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Folkers Named Head 
Of Iowa Assn. At 


Largest Convention 


MASON CITY—Virgil F. Folkers, 
general agent Lutheran Mutual Life, 
was elected president of Iowa Assn. 
of Life Underwriters at the annual 
convention here last week. M. J. Kal- 
lenstad, Fidelity Life Assn., Marshall- 
town, was named Ist vice-president; 
Robert L. Yackels, New England Mu- 
tual, Davenport, 2nd vice-president; 
and Cleo F. Edwards, Central Life of 





HteNATIONAL UNDERWRITER 


Iowa, Cedar Rapids, secretary-treas- 
urer. 

R. P. Schweitzer, general agent 
American Mutual Life, Ames, was re- 
elected to a two year term as regional 
vice-president for central Iowa. He 
was the only regional vice-president 
up for election this year. 

L. P. Kruzick, general agent Gen- 
eral American Life, Davenport, was 
elected president of Iowa General 
Agents & Managers Assn. 

More than 500 registered for the 
annual convention and one-day sales 
congress, which was believed to be the 


largest number attending in the his- 
tory of the association. Charles Kut- 
tler of Cedar Rapids received the New- 
ell Day award for service to his pro- 
fession. In addition the association 
made a special award to Mr. Day, 
Davenport general agent Equitable of 
Iowa. Since Mr. Day was not eligible 
for his own award the association pre- 
sented him with the special award in 
recognition of his years of service. 

” Provident Life & Accident has passed 
the $3 billion mark in life insurance 
in force. 

















































“as an A:-U-L agency 


companies. 


advertising for 1961. 


A:U-L 
IHE COMPANY WITH 
ALL MEN 
ALL THINKERS 
ALL PLANNERS 
ALL DOERS 
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AMERICAN UNITED LIFE INSURANCE COMPANY 


manager you stand fall!” 


says Lawrence (Pete) Leland 
American United Life Vice President and Agency Director 


The A-U-L organized training and development 
program for agency managers is boosting office effi- 
ciency and field productiveness ... has contrib- 
» uted strongly to the remarkable gains in new 
business that have lifted American United Life 
into the top 3% of all American life insurance . 


Regularly scheduled meetings bring out the latest 
and most rewarding ideas in selling, recruiting, train- 
ing and supervising. There is a 3 year follow-through 
for the development of successful managers. 

Pictured below is our January meeting, which in- 
cluded a preview of A-U-L Saturday Evening Post 


You too can be a Tall Man with Ae Ue L. 
It’s a good company to buy from or sell 
for—where the partnership philosophy is 
a way of life. 
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HOME OFFICE e INDIANAPOLIS 6, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS 
LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - GROUP 
LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT 
- PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - GUARANTEED RENEWABLE 
MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS 


IN SUBSTANDARD UNDERWRITING & REINSURANCE. 
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Northwestern Nationa] 

Issues Its Millionth 

Lite Insurance Policy 
Friday, May 5, marked the end of Oe 


era and the beginning of a new One 
at Northwestern National Life, 





On that day the Minneapolis-hey, f 


quartered company turned out its 
lionth life insurance policy since it 
founding in 1885. And simultan 
it began putting all of the data 


Policy No. 1,000,000 and for all gy. fmail. 


ceeding policies on magnetic tapes a 
the first step in the switchover of all 
of the company’s records to electroniy 
data processing. Before the year is 
out, all of the company’s hundreds g 
statistical operations, starting With the 
purchase of a policy contract and 
ing with payment of the last benefit 
check, will be processed on a new IBY 
7070 and 1401 electronic data proces. 
ing system acquired at a cost of Nearly 
$1 million. 


Big Advance 


The switch-over represents as much 
an advance from manually-operate 


machines as did those machines oye} j 


the quill pens in use when the cop. 
pany was founded. 

The specifications of the millionth 
application such as policy number 
kind, amount, etc., were transferred th 
magnetic tapes along with simily 
details on other applications receive 
by the company the same day. The 
data on the magnetic tapes will 
used to calculate and check policy pr. 


miums and other details as well as ty} ‘ 


produce an application work sheet 
Each day, after the company’s under. 
writing department has completed jt 
consideration of each application 
further data on the policies approved 
will be fed to the magnetic tapes ani 
such calculations as agents’ commis. 
sions and additions to the company’ 
insurance in force account will bk 
made by the machine. Later, as the 
system moves into full operation, it wil 
handle an additional wide variety of 
statistical operations required to initi- 
ate and maintain policy records. 


Ind. Life Agents 
Hold Their Annual 


Featured at the annual meeting of 
Indiana Life Underwriters Assn. in 
Indianapolis were H. B. Sharer, U. § 
Rubber; Charles T. Wheeler, New 
York Life, Columbus; and John 2 
Schneider, Connecticut General, Balti- 
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more, NALU trustee; plus a “Million 
Dollar Round Table” panel with Na 
Kaufman, Indianapolis Life, Shelby- 
ville, Ind.; James Loughery, Connecti- 
cut Mutual, Indianapolis; and Walter 
Davis, Northwestern Mutual, Indiana- 
polis. Moderator was Hamilton Gard- 
ner, Mutual Benefit Life. 

Opening with a luncheon for the 
board, the sessions included a leader 
ship training school in the afternom 
and an awards banquet that evening 





with Commissioner McClain as fet 
tured speaker. 

Friday started with a breakfast for 
the Lamppost Club (past presidents) 
and a morning business session. 1ié 
afternoon was occupied with the salé 
congress. 


Liberty National Lite Sends Cash 
Stock Dividends To Stockholders | 
Liberty National Life has mailed ™ 
stockholders $1,312,500 in cash dive 
dends and 1,250,000 shares of sto 
thus increasing its capital stock fro® 
$7% million to $10 million. The ¢ 
dividend of 35 cents per share repr) 
sents a 17% increase over the ! 
dividend. 
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i | Agents Assn. Elects; Shows Progress 
a 


(CONTINUED FROM PAGE 4) 
licy and with intelligence; have a 
e end of mp food knowledge of the business; have 
a new * rive and enthusiasm, and personalize 
Life, One ur sales pattern—make it fit you. 
APOlis-heay, nd once you have found a good sell- 
out its mi ing technique, stick with it.” 

yY since jg Mr. Fox, who has written in excess 
1ultan of $1 million annually since 1950, 
ne data fy works almost exclusively by direct 
for all gy, { mail. Some of the advantages of this 
tic tapes a method are that the agent is able to 
hover of gif sect the type of prospects with whom 
© electronic fhe wishes to deal and can upgrade his 
he year j prospecting ; the mailing piece goes to 
hundreds the place of business, thus obviating 
Ng with the} aight calls, and it eliminates “wife 
ct and opposition,” he said. 

last benef Approximately 200 strangers answer 
a new [By | Mr. Fox’s letters each year with reply 
Ata process. | cards, and up comes $1 million of 
St Of nearly | business. He asks no referrals and 
makes no phone appointments. On the 
latter point, the speaker emphasized 
that he has found that even with the 
president of a company, he will more 
often than not be available. The rest 
isup to the salesman. 


Looks To Future 


He advised the agents not to stick 
exclusively with their old policyholders 
but to have something in store for the 
future. “Most people do their real 
buying in a relatively short number of 
years. Studies show that only 22% of 
people will continue to buy from the 
agent who sold the original policy. 
“The fact that the others are buying 
from someone else means you are 
going to lose many of your old policy- 
holders anyhow. Store up some pro- 
spects for the future.” 

The speaker emphasized good work 





habits, self discipline and the ability 
to “do the things you don’t like as well 
as those you do like; get organized so 
as to be constructively active and not 
spinning your wheels; get rid of time 
consuming habits. You can’t succeed 
by running errands for your wife, 
taking long, non-business lunches, 
coffee breaks, etc.” Another way to fail 
is rationalizing, he said—too near 
Christmas, too near closing time, too 
near income tax time, etc. “Make the 
calls.” 

He advocated a simple presentation 
and in his own case, if the prospect 
will agree to be examined, has the 
doctor get the application signed, since 
he already got all of the necessary 
information before he made the pre- 
sentation. Then he returns with two 
policies and asks the prospect which 
one he wants. “You know what he 
needs, design something,” he said. 

Mr. Fox advised the agents to be 
proud of what they are selling and 
represent themselves as professionals; 
be persistent and aggressive “or the 
prospect is a better salesman than you 
are; don’t be afraid—expose yourself 
to situtions where you will have to 
depend on your latent powers; be able 
to dramatize your intangible product; 
use good word pictures; don’t permit 
outside troubles to affect your selling; 
be loyal to your company—you all 
have good companies, and buy a lot of 
life insurance yourself—you can’t sell 
unless you believe in your own prod- 
uct.” 

At the business meeting, President 
Kenny announced that Illinois Leaders 
Round Table was no longer a “step- 
child” of the Illinois association. It is 
now on its own, including a full-time 
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executive secretary, Jeanne Meeks of 
Springfield. 

The midyear meeting of the Illinois 
association will be held at the Pere 
Marquette Hotel, Peoria, Oct. 27-28. 


Changes In Fifth Dividend 


Option Of Mutual Benefit 


Mutual Benefit Life has made two 
changes in its fifth dividend option. 

The company has extended issue ages 
on the option to ordinary life policies 
issued at standard rates, ages 61 to 65, 
and will make the option available on 
certain policies already in force. 


Equitable Of Ia. Advisory Group 
Membership of Equitable Life of 
Iowa’s general agents advisory council 
for 1961-62 is complete and consists of 
the following: R. L. Boyd, Kokomo, 
master agency builder; J. D. Hopper, 
Harrisburg, and H. W. Ehrsam, Port- 
land, Ore., president and vice-presi- 
dent, respectively, of the organization 
club; A. N. Caines, Waterloo; R. P. 
Lotzer, Rockford; N. T. Reilly, Los 
Angeles, and M. A. Yates, Cleveland. 
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Melville P. Dickenson, senior vice- 
president of Equitable Society, left, ac- 
cepts American Heritage Foundation’s 
outstanding citizenship award for “top 
performance in the 1960 nationwide 
informed vote and contribute to your 
party program.” Making the presenta- 
tion is Brendan Byrne, executive di- 
rector of the foundation. 





N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 
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1. Long term repayment plan 


2. 
3. 
4, 


Interest on unpaid balance only 
No service fee or commission charge 
Loans are non-demand and 
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tive Vice President. 


| Life Assurance Company of Pennsylvania 


2204 WALNUT STREET 


© All Forms of Life Insurance 
© Mini Deposit Prog 
© Group Life—Accident and Health 








GROUNDED? 


A bird can’t fly on one wing. And an insurance agent can’t raise his 
earnings without something appealing to sell. For a LACOP repre- 
sentative, the sky’s the limit. LACOP uses insurance techniques cre- 
molding the policy to suit the particular situation. As a 
result, our agents can—and do—sell more insurance to more types of 
people. LACOP really gives a man the chance to get off the ground. 
Are you flying as high as you'd like? 
LACOP’S Renewable and Convertible Plans provide max- 
imum coverage at minimum cost. . 
40 to purchase $50,000 of 10-year Renewable and Con- 
vertible Term at a cost of $8.69 per thousand. Find out 
how this and other LACOP plans can substantially in- 
crease your earnings. Write for a confidential interview 
at your convenience. Address Sherman J. Edelman, Execu- 








. enable a male aged 


PHILADELPHIA 3S, PENNA. 


ec baad 2 hl 





Accident and Sickness 
@ Hospital Medical and Surgical 
@ Franchise and Association Programs 











A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 




























For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 


2323 First National Bank Building © Phone TAbor 5-2254 
Denver 2, Colorado 


“‘LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 


RENEWAL GUARANTY CORPORATION N 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 





RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 





[J AGENT [DD GENERAL AGENT 


Name 

















Address. 
City. 
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HieNATIONAL UNDERWRITER 


Delineate Life Advertising Values At Southern Round Table 


(CONTINUED FROM PAGE 2) 

Life insurance advertising makes im- 
portant contributions through its ef- 
fect upon the public; through its ef- 
fect upon agents, and through the di- 
rect sales help it can give agents who 
use sales tools built from advertising. 

He went on to say that even if life 
insurance advertising cannot effec- 
tively sell life insurance by itself it 
can serve as the advance agent for 
the agent, humanize the agent and his 


company in the eyes of the prospect, 
familiarize the prospect with the 
company the agent represents, nourish 
in the prospect a desire for the product 
the agent sells, sell the agent and his 
company as good people to do busi- 
ness with, remove some normal objec- 
tions, save time and effort for the 
salesman by partially pre-selling the 
prospect, help re-sell customers—in 
addition to helping make a more ef- 
fective agent out of the agent who un- 


M. JACK LONG 


Long Beach, California 


VY Vice Pres. —President’s Club— Renewal 1961 


YW Charter Star Member of the President’s Club—hav- 


ing qualified every year since the club was founded 
VY Kansas City Life Agent 39 years 
VY National Quality Award 15 times 


Y Vice Pres. — President’s Club — Average Size Sale 
1949-1955 


WY Vice Pres. —President’s Club— Renewals 1950 


derstands how his advertising helps 
him, and providing the agent with 
some actual sales tools for use in the 
sales situation. 

Advertising can enrich the soil in 
which the agent grows his crop of 
sales—by planting ideas in the minds 
of the public, he pointed out. When 
he is supported by good advertising, 
the agent may have more interviews 
per call, more believability per sales 
statement and more and perhaps larger 


VW Vice Pres.—President’s Club—Gross Premiums 1953 
WY Vice Pres. —President’s Club— Paid Premiums 1957 


YW Member ‘‘App-a-week Club’’ 1,256 weeks as of 
March 13, 1961, which means he has written at least 
one application every week for more than 24 years 


VY Company leader for the year numerous times in Net 


Volume, Gross Premium, in many other categories 


~ Top Hatter at the 1957-1958 President’s Club Sem- 
inars—which means that he has paid for at least one 
million dollars of production with Kansas City Life 


in the qualifying year 


VY National Association of Life Underwriters officer at 
the local, state and national levels for many years 


WY Relaxes with deep sea fishing —landed a 178 pound 
Marlin swordfish off Catalina Island, California 


VY M. Jack Long—a Kansas City Life Key Man for 


39 years 





KANSAS CHEY FIER 


May 13, } "| 


sales per interview—without 
knowing it. The effect of life ; 
ance advertising on the public ig in, 
portant also because there is q Dea 
As people move up in the e , 
scale, research indicates that they 
not automatically acquire the bh 
patterns of the new income group jy, 
which they move—especiaily 
gards life insurance. : 
In addition, there is a vas: dif 
in the life insurance purchasing 
of those in the top 20% of each iy 
group and those of the next tg 
bottom 20% of that same group, ' 
in the top 20% spend from five 
times as much on life insurance 
those in the next to the bottom 
and this ratio exists in every in 
group. These facts indicate large: 
problems which must be attacked 
broad front and on a continuing, 
term basis. This job is too big for} 
agent alone in his person-to-per 
selling. A low-cost method of ms 
communication is needed, and tha 
what advertising is. “If we did jy 
have advertising, we would neg 
invent it for this purpose. But 
have it and we should use it, 
glad of the good work it does,” | 
Mr. White. ; 
There is value in planting ide 
the minds of the public, becauy 
LIAMA stated some time ago g 
summarizing a number of pub 
lations surveys, “There seems t 
ample evidence that people who 
informed about life insurance con 
tute the best market and the most 
vorable opinion atmosphere for 
business. The implication is clear, 
investment in teaching people 
life insurance is and how it w 
should be highly profitable.” 


Leaves Good ‘After Image’ 


There is effectiveness in mass com 
munication—“often greater than’ 
realize,” he declared. A good adverti 
ment leaves a good after-image, ag 
conscious impression of leadership, it 
tegrity, service and value. It 
impressions that help make sale 
(when the salesman calls) after | 
ad itself may be forgotten. “People ma 
forget what you say, but they remem- 
ber how you make them feel. And& 
the wise agent taps into that good wi 
by using this company’s advertising 
knowing that this advertising is } 
the background music that influent 
the viewer of a movie or televisil 
show even though the viewer 
not be consciously aware that the 
sic is being played. Much the sam 
thing happens to a reader thumbiij 
through a magazine. Many ads he d@ 
not even stop to read, leave a fleeti 
sub-conscious impression in that ma 
mind, an impression which can la 
throw a down-field block to help @& 
salesman make the sale. = 

“The effect on the public is impdr 
tant, too—because the familiarity p 
ciple works on all of us whether’ 
know it or not. This means merely ti 
if something is known, it inspires mor 
confidence than something that is m0 





| known. Thus the consumer confronted 


with two products and _ having no 
knowledge of the physical characte 
istics of either one will almost ce 
tainly choose the one whose b I 
name is familiar to him. Even if 
cannot relate a specific sale to a 
cific advertisement, the relati 
nevertheless often exists. = 
“Advertising’s effect on the publi 
is important also because it is so wi 
spread. Life insurance adve 
reaches more people more often than 
anything else all the life insurance 
companies combined do. By itself, the 
advertising may strike a glancing blow 
compared to the direct impact of # 
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inother Product of 

Berkshire Life’s 
Project One 

Breakthrough! 


BIG NEWS 


BUSINESS 
INSURANCE 
BUYERS 


For the first time, Berkshire 
Life offers two separate 
lines of policies. The buyer 
has his choice of maximum 
protection at low outlay or 
high early cash value plans, 
with a one year term divi- 
dend option, in addition to 
the usual dividend options, 
and a choice of other bene- 
fits which may be added to 
either. 


With premiums based on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system, the new 
Berkshire Life plans com- 
bine an unbelievable degree 
of flexibility and versatility 
with valuable new options 
and privileges, all at outlays 
so low you wouldn’t believe 
the plans were backed by 
one of the nation’s oldest, 
most reputable companies. 


Berkshire representatives 
also have the benefit of 
complete new merchandis- 
ing tools including powerful 
visual materials and flex- 
ible, motivating proposals. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


Ayaxsume ure 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 
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personal call by a salesman, but the 
weight of many drops of water can 
wear away even stone. What adver- 
tising may lack in individual impact, 
it makes up in total impact because 
of the millions of exposures it provides. 
What it may lack in immediate action, 
it can make up in long lasting after- 
images and effects. Life insurance has 
more prestige among the people today 
than it had 30 years ago. Since the 
calls made by life insurance advertis- 
ing messages far and away outnum- 
ber all the calls of all the life insurance 
agents and all the other actions of all 
the companies combined, much of this 
must surely have resulted from ad- 
vertising.” 

While the agent deserves full credit 
for being the salesmaker, let him re- 
alize to his advantage that advertising 
is a want maker, Mr. White continued. 
While he is selling the product, adver- 
tising is selling the salablity of the 
product. Let him realize then that ad- 
vertising works for him before he 
makes his calls, at the time he ap- 
proaches his prospect, and throughout 
the interviews that follow, as well as 
between interviews. When the final 
interview is over, the advertising is 
still working for the salesman—re- 
selling the man who bought and rais- 
ing doubts in the mind of the man who 
did not buy. 

Another major benefit of life insur- 
ance advertising is the one that results 
from sales aids and tools that can be 
built from advertising and can become 
part of the work habits of the well 
informed agent, he said. Chief among 
these are the advertising reprints or 
pre-prints in whatever form they may 
be. The wise agent using advertising 
reprints can gain, because by using 
reprints he can make certain that the 
right advertisement comes to the at- 
tention of the right prospect at the 
right time and in the right way. And 
in the process he can make certain 
that the effectiveness of a particular 
ad can be made to last indefinitely. 


Tells Ideas 


“Here are some of the ideas our 
agents tell us work,” Mr. White said. 
Mail reprints regularly to people with 
whom you wish to establish contact, 
adding your card or personal note. In- 
clude reprints with mailings to pol- 
icyholders. Mail them to specific pros- 
pects as pre-approach pieces. Send 
them to people on various civic club 
and church lists, with a business card 
attached. Mail them with a note or 
business card to confirm appointments 
made over the phone. Present the re- 
print at the opening of an interview 
to establish your identity and that of 
your company. 

Place the reprint best suited to the 
prospect’s needs on his desk during 
the interview and leave it there as a 
sub-conscious continuing reminder of 
what is being talked about. Refer to a 
point in the ad to help make a point 
during the interview. Figure rates and 
benefits on the back of an ad, leaving 
these notes along with a built-in sales 
talk on the other side after the inter- 
view ends. Leave the reprint with the 
prospect at the close of the interview 
to interrupt the natural process of for- 
getting that begins when the salesman 
leaves. Mail ad reprints as follow-ups 
after the interview. 

“While I do not believe that life in- 
surance advertising by itself can ef- 
fectively complete the sale of life in- 
surance, I do believe that life insur- 
ance advertising can sell wants, sell 
the salability of the product, improve 
the climate in which the agent works, 
and actually help the salesman in his 
specific sales efforts,” Mr. White con- 
cluded. 





Key Sell And Hold A Group Case 
Oe, With This New Service 


Group insurance should help boost morale, 
hold key employees, and stimulate productivity. 


But this happens only if employees appreciate 
their insurance and recognize the employer as the 
man who makes jit possible. 


Occidental’s new MANAGEMENT 
RECOGNITION PROGRAM builds that 
employee appreciation. 


It’s done with posters, payroll notices, letters, news 
stories, and good will materials. And it’s ail 

done for the employer by Occidental. We install 
the program. We supply materials to maintain it. 


No additional cost. 


A door opener to group prospects, this service 
helps make sales. Helps keep the employer satisfied. 
(That holds the case on the books.) 


Employers by the thousands are learning about 
Management Recognition in an extensive 
advertising campaign now under way in Nation’s 
Business and Business Week. 


They will want to hear more about it—from you! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 








Operation 


Loans are prompt, efficient, and 

confidential. Our company is the outstanding 
organization specializing in direct loans 

to life insurance underwriters. 


LIFE UNDERWRITERS SERVICE CORPORATION 
Security Building * Denver 2, Colorado 


Please send me further information, at no obligation. [_] Gen. Agft. 


Now in Fl Agent 


Our 6th 
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Guardian Life President's 
Month Production Is 18% 
Higher Than 1960 Campaign 


Guardian Life’s submitted business 
during March, president’s month, to- 
taled nearly $50 million in individual 
life volume and more than $235,000 in 
health insurance premiums. Both life 
volume and health premiums were 
18% above the figures for 1960 presi- 
dent’s month production. Life volume 
exceeded quota by 141.3% and health 
premiums exceeded quota by 122.2%. 






Field representatives who serve the 
600,000 members of Aid Association for 
Lutherans typically earn more recogni- 
tion buttons than they can wear. Life 
Underwriter’s Training Council has 
qualified 67 AAL field men. Fraternal 
Insurance Counselor (FIC) diplomas 
have been earned by 78 per cent, or 
424 AAL field salesmen. AAL President 
Club buttons have been earned by 55 
per cent, or 299 AAL representatives. 


The men who represent Aid Association 
for Lutherans merit all of these marks 
of professional distinction but the 
button they wear most proudly is 
the famous AAL service pin. It tells 
Synodical Conference Lutherans that. 
here is a fellow Lutheran who can help 
them gain the special difference AAL 
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Production leaders were the Louis- 
ville agency with 455.4% of quota; the 
Spaulder, Warshall & Schur agency at 
New York, the Green agency, Atlanta, 
and the Goodman agency, New York, 
all with more than $2 million in life 
volume; James P. Poole, Atlanta, in- 
dividual life volume leader; William 
Apfelbaum, New York, life applica- 
tions; Oklahoma City agency, 415% 
over quota in health insurance pro- 
duction; the Samson-Press agency, 
New York, health premium leader; 
Maury Kusinitz, Fall River, Mass., in- 
dividual health premium leader, and 


MORE 
BUTTONS 
THAN 
LAPELS 


members share. 


AID ASSOCIATION FOR LUTHERANS 
APPLETON, WISCONSIN 











Anthony Nitti, Detroit, health insur- 
ance applications. 


Lutheran Brotherhood In Force 


Total Nears $1.5 Billion Mark 

Lutheran Brotherhood reports that 
a gain of insurance in force during the 
first quarter amounting to more than 
$40 million brought the total in force 
figure to $1,347,696,480 as of March 31. 
This represents a gain of more than $1 
billion in the past 10 years, the frater- 
nal having had $318 million in force 
at the close of 1950. 
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Lexington Agents And é 
Three Local Banks Hold — 


Statewide Sales Cong 

Lexington (Ky.) Assn. of Life y; 
writers held a one-day statewide 
congress with the co-sponsors 
for the first time in the state, 
local banks. : 

Speaking at the meeting were 
liam H. Andrews Jr., Jefferson 
dard, Greensboro, N. C., “You 
Pay The Price’; Herbert C. G 
dean American College, “Are — 
Underwriters Expendable?”; 
Woolley, assistant economist 
Trust Co., New York, “Current Econ. 
omic Conditions—A Near Term 
look’; S. Samuel Scoville, editor 
service Diamond Life Bulletins, 
cial Business Insurance Plans”; ang 
C. Carney Smith, Mutual 
Washington, D. C., “This Is Your Bus. 
ness.” 

Welcomes were extended by Gy 
Combs and Mayor Colbert, and all fig. 
speakers were made Kentucky Col. 
els. 


Mich. Department Merger 


Plan Formally Rejected 


LANSING—Both houses of the Mich. 
igan legislature last week formalizg 
a Republican majority decision to dis. 
approve a proposed reorganization plan 
which would have absorbed the ingy. 
ance department in a new departmen 
of corporations and financial instity. 
tions. 

Most elements of the industry hag 
opposed the program which had bee 
advanced by Gov. Swainson under a 
unique law which permits the execy. 
tive to promulgate reorganizations wp. 
less they are specifically rejected by 
the legislature. Commissioner Frank 
Blackford was on record in favor of the 
proposal, which would consolidate the 
department with the banking depart- 
ment and the corporation and secur 
ities commission; but basic operating 
procedures of all three agencies, it was 
claimed, would not have been greatly 
changed. Proponents contended it 
would effect some economies through 
eliminating duplicating activities and 
permitting the pooling of some pe- 
sonnel. 










Ban On Phone Soliciting Beaten 

Columbus (O.) Life Underwriters 
Assn., Columbus Health Underwrites 
Assn., Columbus Mutual Insurane 
Agencies, Columbus Auto Deales 
Assn., and Insurance Board of Ce 
lumbus were among the _ opponeits 
who helped defeat a proposed city o- 
dinance which would have banned 
telephone solicitations. The proposed 
law was termed “an infringement of 
free enterprise” and “a restriction 
ethical business.” 





United American Life Story 
Is More Closely Identified 

In the item in the April 29 issue 
entitled “Holding Company Merge 
Into United American Life,” the latter 
should have been identified as being 
United American Life of Atlanta, Ga 


a Service Guides 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


G.. Colton 


Chicago 2, lil. 
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Julian D. An- 
thony, president of 
Hartford Life, sec- 
ond from left, con- 
gratulates Theo- 
dore A. Johnstone, 
Kansas City, on 
Mr. Johnstone’s 
election as_ presi- 
dent of the com- 
pany’s president’s 
club for the fourth 
consecutive year. 
Award was made 
at the club’s an- 


gual conference at the Boca Raton Hotel, Boca Raton, Fla. Also pictured are 
Roland H. Lange, assistant to the president and vice-president of Hartford Fire 

p of companies, left, and Fred S. Sibley, vice-president and director of sales 
of Hartford Life, who gave the keynote address at the conference. 





foyal Neighbors Plans 


fo Remodel Home Office 


Royal Neighbors during the next two 
years will spend $750,000 to $1 million 
to remodel and refurnish the home 
office at Rock Island, Ill. 

Emphasis will be placed on improv- 
ing air-conditioning, electrical and 
heating systems and elevator service. 
Floor space will be expanded for more 
private and general office area, and 
the exterior will be steam-cleaned and 
waterproofed to retain a clean appear- 
ance. The building was dedicated in 


1928. 
life Of Virginia Increases Limits 
Life of Virginia has increased the 
maximum amount of insurance issued 
on one life from $300,000 to $400,000. 
The maximum additional amount of 
accidental death benefits on one life 
was increased from $50,000 to $100,000. 








PORTRAIT OF SUCCESS 





SERVICE 


The Inter-Ocean agent 
can rely on a friendly 
welcome. Inter-Ocean’s 
fine record for prompt 
efficient claim service 
has built good client 
relations and sales for 
more than fifty years. 


Y on- OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 


(ees 





















Aetna Lite Promulgates 
Blanket Travel Policy 


Aetna Life has issued a _ blanket 
policy for employes to cover business 
travel hazards. The program, available 
to groups of 10 or more, offers a variety 
of plans, enabling businesses to select 
coverage tailored to their needs. 

Coverage may be issued in varying 
amounts for different groups within a 
business. The plans range from pro- 
tection against specific transportation 
hazards to protection against all haz- 
ards encountered while on a trip, both 
en route and after arrival. 


Confederaton Life Has 
‘Double Endowment’ Plan 


Confederation Life has introduced a 
novel “double endowment” plan into 
its United States market. 

Called the “Insured Investment” 
plan, it is available to both males and 
females, with special rates for females. 
For each $1,000 of the initial amount 
covered, it provides, in addition to ac- 
cumulated dividends, a maturity value 
of $2,000 at age 60, 65 or 70. The death 
benefit is the initial amount covered 
or the cash surrender value, whichever 
is the greater. r 


N. Y. Life Wins Freedoms 
Foundation Honor Certificate 

New York Life has received an hon- 
or certificate from Freedoms Founda- 
tion of Valley Forge for its half-hour 
public service film, “The Big Ques- 
tion,” designed to help young people 
choose their business careers. The 
certificate refers to the movie, pro- 
duced as part of the company’s ca- 
reer information service, as “an out- 
standing achievement in helping to 
bring about a better understanding of 
the American way of life.” 
Texas Leaders’ Directors Meet 

Directors of Texas Leaders Round 
Table held a meeting at Austin to dis- 
cuss problems of building membership. 
It was the consensus of the board that 
many qualified agents do not think 
that membership is worthwhile from 
the point of achievement and prestige. 
Suggestions for raising membership 
requirements were presented, and 
these will be voted upon at the meet- 
ing of Texas Assn. of Life Under- 
writers in June. 


Charter National Life Sold 

American Investment Co. of Illinois 
has acquired the outstanding stock of 
Charter National Life of Clayton, Mo. 

American Investment has been oper- 
ating only in the credit field, but with 
the acquisition of Charter National 
Life, which writes life and A&S, the 
operations will be expanded. Charter 
National at the end of 1959 had $5.7 
million insurance in force. 











“SMARTEST MOVE OF 
THE DAY, DAVISI” 


- 





Smart of you to choose Life & Casualty 
of Tennessee for your group insurance case, 


Davis.’’ 


“Thank you, sir. But since L & C offers.such 
a complete line of group coverages, such as 
Major Medical, Creditor Group Life, Bantam, 
and the like, there was really no choice.” 


Czy > 
7. 








Jim Rundle 
Group Insurance Director 











OFFICE SPACE 
ORLANDO, FLA. 








Available approx July 1, 61—4700 sq. ft. 
(Net Usable) New Modern Bldg with 
ample parking. Ideal in town location in 
fast growing, centrally located Orlando. 
Dudley L. Moore Enterprises, Box 671, Or- 
lando, Fla. Garden 4-5657 
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Home Office Changes 


New England Life 

Francis W. Hatch Jr., public rela- 
tions manager, has been promoted to 
director of information services. He 
joined the company in 1954 as public 
relations assistant. 

Burton L. O’Neil has been promoted 
from manager to director of group pen- 
sion underwriting and administration. 














- CHICAGO: 


He joined the company as group sales 
representative, later becoming super- 
intendent of group pension sales. Be- 
fore that he was manager of group 
pension sales for Massachusetts Mutual, 
and group field manager for John 
Hancock. 

Also promoted are C. Alvin Gold- 
smith, from manager of general serv- 
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Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


Since 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 




















ices to assistant operations officer; Winterle, from assistant grciip oper, 
Frank W. French, from assistant un- tions officer to manager of group mg 
derwriting secretary to underwriting ods and procedures. 

secretary; Ernest Y. Rowe, from man- . 

ager an underwriting department Continental Assurance 
to underwriting secretary; Wilton M. Continental A. manag 
Hoag, from manager of the purchasing surance has 
department to purchasing consultant; pointed Jerome j 
Albert A. Bertelsen, from assistant Theisen — superip. 
manager to manager of general serv- tendent of age. 
ices; Howard D. Kimball, from group cies. Mr. , 
methods and procedures manager to joined the g 
manager of purchasing; Charles L. Ab- pany in 1953 
bott Jr., from senior underwriter to 
chief underwriter, and Frederick J. 
















. tendent of 
Jerome J. Theisen in 1956. 






Metropolitan Life 

Dr. George M. Wheatley, 3rd 
president in the health and welfare, 
vision, has been given the additiong 
title of medical director. 

Dr. John T. Geiger and Dr. G was appoil 
F. Robb, assistant medical direae same year 
have been promoted to associate meg. | 1955, wher 
ical directors. he becam 


public rele 
Travelers yc 


Robert M. Christensen, chief super. | term on 1 
visor of the medical department, ang} tife Insur 
Donald L. Cole, methods consultant jp in 1958 wa 
underwriting development, have been | man. He i 
promoted to assistant secretaries. the adver 
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e e Life Insu 
Connecticut Mutual Life resident « 
dian Publi 
J. E. Douglas, 

assistant general A. Cliff 
agent at Tampa, the mortg 
has been promoted partment, 
to general agent lations al 

of a new agency ie 
there. He has been ~ Luth 
with Aetna Life. ‘Luthera 
therh« 
named W. 
J. E. Douglas haug dire 
= new ma 
Atlantic Life and rese: 


Ben Denman has been appointed | Partment. 
superintendent of agencies. He has| been witt 
been regional manager at Tulsa off ‘em™mal si 
Southwestern Life, which recently pur- the last 1 
chased Atlantic. general 

New directors are J. Ralph Wood,| Chicago. ! 
president; R. R. Davenport, vice-pres- } haug has 
ident; A. D. Harder, vice-president and | sPonsi 
treasurer; James P. Swift, vice-presi- | many ma 
dent and general counsel; Charles A} adopted | 
Stallard, controller; Charles H. Con- | film strip 
nolly, actuary; and W. Dawson Ster- a 
ling, secretary, all of Southwestem Ameri 
Life; and R. H. Stewart III, president} Louis } 






of First National Bank of Dallas. retary, b 
f secretary. 
Shenandoah Life Surety, { 





Ambler W. Webb, director of per-| Life. He 
sonnel and planning, has been appoint-} ance Cor 
ed assistant vice-president in the ad-| Society ¢ 
ministrative department. 






Busi 
Northwestern National Dr. Mz 
Donald E. Jondahl, treasurer and} 4M assisti 
securities manager, has been appointed | Joining t 
2nd vice-president of finance, succeed- | Years as 
ing Robert W. Anderson, who has gone 































with Continental Research Corp. of Ce 
New York. Albert A. Drawbert be-}| Robert 
the comy 

pervisor. 
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business 

DONALD F. CAMPBELL Co 
Consulting Actuary Electe 

shak, IU] 

Suite 2011 Shearbu: 
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treasurer and Ed Ingraham, as- 
t securities manager, advances to 
er. Mr. Jondahl has been treas- 
Continental Casualty, and Mr. 
ance est, formerly mortgage loan 
nental Ay er, has also had experience with 
-e has ap. prudential and Lutheran Brotherhood. 


Jero 

| sup Great-West Life 

Ww. A. Neville, 
formerly assistant 
secretary, has 
been appointed 
public relations 
officer. He will 
continue to admin- 
ister advertising 
and public rela- 
tions functions un- 
der the direction 
of R.O.A. Hunter, 
secretary. Mr. Ne- 
ville joined the 
company in 1947, 










w. A. Neville 





Dr. George | was appointed advertising manager the 
Girectors | same year and assistant secretary in 
Ciate med. | 1955, when, in addition to other duties, 
he became head of a newly formed 

public relations department. 

He is currently serving a two-year 
lief super. | tm on the executive committee of 
ment, and} Life Insurance Advertisers Assn. and 
nsultant in | in 1958 was LAA annual meeting chair- 
have been | man. He is also a former chairman of 
aries. the advertisers’ section of Canadian 

Life Life Insurance Officers Assn. and 






president of Manitoba chapter of Cana- 
dian Public Relations Society. 


Berkshire Life 


A. Clifford Dorsel, staff assistant in 
the mortgage loan and real estate de- 
partment, has been named public re- 
a and advertising assistant. 


lutheran Brotherhood 
Boiheran Bro- 
therhood has 
named W. P. Lang- 











Dougles haug director of a 
nw marketing 
and research de- 
‘ partment. He has 
— been with the fra- 
Tulsa of} temal since 1944, 
ntly pur- the last 14 years as 
general agent in 
ph Wood} Chicago. Mr. Lang- 
vice-pres- | haug has been re- 
ident and} sponsible for W. P. Langhaug 
‘ice-presi- | Many marketing ideas that have been 
harles A.| adopted by the society, including its 
H. Con- | film strip program. 
son Ster- A . 
thwesten| American Life Of New York 
president} Louis Kortum has been named sec- 
las. retary, but will continue as agency 
secretary. In 1934 he joined American 
Surety, parent company of American 
+ of per-| Life. He is a past president of Insur- 
| appoint-| ance Company Educational Directors 
. the ad- | Society and is a CPCU. 

Business Men‘s Assurance 
nal Dr. Marvin Alberg has been named 
urer and} an assistant medical director. Prior to 
appointed | Joining the company, he spent several 
succeed- | Years as an industrial physician. 
has gone 
Corp. of Central Standard Life 
bert be-} Robert C. Zimmermann has joined 

the company as home office field su- 
Pervisor. In this newly. created posi- 
tion, he will work in the Chicago area 
C Beneral agencies, recruiting and train- 
ing agents, and developing brokerage 
business. 

LL Commerce Of Chicago 
Elected directors are Marshall Kor- 
Illinois state senator; Leonard 
0 2, Ih Shearburn, president of the ice cream 
‘ompany bearing his name, Alton, III., 
and Alva Perrine, Salem, Ill., oil man. 
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Commerce officers named to the board 
include Charles Hansen, administrative 
vice-president, treasurer and actuary; 
Louis Wayne, vice-president and agen- 
cy director, and Rydar Olsen, vice- 
president and secretary. 


Minnesota Mutual Life 

Coleman Bloomfield has been named 
2nd vice-president and actuary. He 
joined the actuarial department in 
1952, was appointed assistant actuary 
in 1953 and became associate actuary, 
group life division, in 1956. Prior to 
joining the company he was with Com- 
monwealth Life of Louisville. 


Massachusetts Mutual Life 


William R. Massida, regional group 
pension manager at Boston, has been 
named assistant director of group pen- 
sions. He has been a group pension 
representative at New York and re- 
gional group pension representative 
at Boston. 


NORTHEASTERN LIFE has pro- 
moted Henry S. DeLaura from manager 
of the accounting department to su- 
perintendent of agencies. He has been 
senior actuarial technician, registrar 
and manager of the policyholders serv- 
ice department. 


WESTERN TRAVELERS LIFE— 
James J. Fagan, West Coast agencies 
director for Reserve Life for the past 
four years, has been appointed vice- 
president in charge of sales. William 
C. Eldridge, of the management con- 
sulting firm bearing his name in Los 
Angeles, has been named a director. 


FIDELITY BANKERS LIFE has 
appointed Charles P. Williams resident 
group manager for Virginia. He was 
formerly group supervisor for Wash- 
ington National Life at Richmond, Va. 
He is a CLU. 


HAMILTON LIFE of New York has 
elected Francis X. Schneider, secre- 
tary-treasurer, a director. Previously 
he was assistant secretary in charge of 
ordinary policy operations of United 
States Life and before that was as- 
sistant secretary of Continental Life. 


MUNICIPAL of Chicago has elected 
R. A. Mead a director. He heads a mu- 
tual general insurance agency at Pe- 
oria. 


AMERICAN LIFE & CASUALTY 
has promoted Wayne Allen from agen- 
cy accountant to agency secretary. 
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to the life insurance 
man who feels he is 
qualified for agency 
management . .. 


If you’re “stymied” on management opportunities with your 
present company, this should interest you. 


Our company has doubled in size in 40 months. We have 
dozens of areas throughout the West “flagged” for agency 
development. As a result, we are in need of management 
caliber men. 


To attract the type of people we want, we have established 
what we feel is the industry’s most comprehensive manage- 
ment development program. If intensive testing is favorable, 
a candidate is immediately made an Assistant Manager. He 
receives intensive training and field experience in manage- 
ment functions. He then serves 3 to 6 months as a home 
office staff executive in our Agency Department, handling 
special management assignments throughout our territory. 
Upon completion of this period of indoctrination, he is im- 
mediately available for appointment as Agency Manager. 


Our requirements are high, but don’t necessarily include man- 
agement experience. Successful candidates receive a liberal 
salary plus commissions and overrides. 


If you are located in the West and are interested in discussing 
this management opportunity with us, let us hear from you. 


WRITE: 

LYNN TENNEY, Vice President & Manager 
of Agencies, California-Western States 
Life Insurance Company, P. O. Box 959, 

Sacramento, California 
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ANNUAL FINANCIAL 
STATEMENT 





Assets total $224,184,121.92 . . . Interest earned at rate of 4.34 
per cent .. . Total investment income $9, vies 255.38... ys 
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HeNATIONAL UNDERWRITER 


Editorial Comment 
What An All-Term Enthusiast Says 


“Buy term and invest the differ- 
ence” is strongly defended by William 
B. Rudd of the Town and Country 
insurance brokerage agency of Sacra- 
mento, president of the Investment 
Planning Corp. of Sacramento. The let- 
ter from Mr. Rudd, who is both a CLU 
and a CPCU, is followed by a reply 
from the executive editor of The 
National Underwriter. 

This is in response to the many ar- 
ticles and editorials on the subject of 
term insurance and separate invest- 
ments. 

We sincerely believe that you and 
your friends should study the subject 
more thoroughly and objectively be- 
fore categorically condemning this 
common sense approach to financial 
planning. You owe it to yourself, your 
readers, and the rest of the American 
people. 

You should inform your readers . . 
and repeat as often as necessary ... 
that: 

1. Attacks on term insurance are at- 
tacks on the foundation of the life in- 
surance business. 

2. There is only one kind of life 
insurance . .. term insurance! Every 
policy is term insurance by itself or 
term insurance plus savings. 

3. The insurance in the so-called 
“permanent” policies is not permanent 
. . . It is reducing term plus increasing 
savings. 

4. The only serious question is 
whether one should save or invest 
through the savings protection policies 
or save or invest through some other 
medium. 

5. When compared with available 
alternatives, particularly programs of 
systematic equity investing as offered 
by the leading mutual fund investment 
companies, the savings element of life 
insurance leaves much to be desired. 

Enclosed is the brochure “If You 
Had Owned Massachusetts Investors 
Trust” and current prospectus, which 
we believe you will find informative. 

Here is the reply to Mr. Rudd: 

I appreciate your writing me and I 
respect your sincerity, but I wonder 
if you appreciate the weakness of all 


five of your points. Let me explain: 

1. You say, “Attacks on term insur- 
ance are attacks on the foundation of 
the life insurance business.” That 
strikes me as a complete non sequitur, 
but an even more serious flaw is that it 
assumes the existence of attacks on 
term insurance. I have never seen or 
heard of any attacks on term insurance 
per se. I know of no one, even the most 
stalwart supporter of permanent life 
insurance, who would not agree that 
there are situations where term fills the 
bill and should be sold. The attacks are 
on the sale of term insurance where 
it is clearly against the best interest of 
buyers who should be putting their 
main insurance emphasis on perma- 
nent cash-value life insurance. 

2. It is true that the decreasing pro- 
tection under a permanent-type policy 
could be viewed as similar to a decreas- 
ing term insurance policy sold separate- 
ly. So what? Does that mean that the 
indiscriminate sale of term in all situa- 
tions is justified? Of course not! If it 
makes you feel any better, let’s call 
the decreasing amount at risk a form 
of term insurance—but a form of which 
everybody approves. 

3. The insurance in “permanent” 
policies is what it is. It is permanent 
in that it guarantees payment of the 
face amount at death, no matter how 
long the insured lives. Isn’t that what 
interests the policyholder—not whether 
the insurance company will be socked 
with a greater or lesser amount out 
of its risk fund? 

4. The question of whether to save 
or invest through life insurance versus 
some other medium is indeed a serious 
one—especially if it’s decided the 
wrong way—but it’s a broader ques- 
tion than you have indicated. The 
question must take into account the 
point at which an individual is moral- 
ly justified in investing in something 
more speculative than life insurance 
cash values, a savings bank account or 
government bonds. Without attempting 
to say precisely what that point might 
be, I believe that only a very small 
fraction of the public has provided for 
its primary security needs adequately 


enough to even consider going into 
risk-type investments. 

5. You say, “When compared with 
available alternatives, particularly pro- 
grams of systematic equity investing as 
offered by the leading mutual fund 
investment companies, the savings ele- 
ment of life insurance leaves much 
to be desired.” “Investing” in mutual 
fund shares is not an alternative to 
life insurance and cannot be compared 
with it. The only way you can com- 
pare the two is to sell with the mutual 
fund shares an insurance policy in- 
demnifying the holder for failure of 
the mutual fund shares to perform as 
well, after taxes, as the life insurance 
policy is guaranteed to perform—also 
after taxes. No insurer would issue such 
a policy, for a very good reason—the 
risk is far too great to insure. But if 
you could buy such a policy, then the 
premium on it plus the cost of the mut- 
ual fund shares, subtracted from the 
yield on the shares and any capital 
gains would give you a true compari- 
son basis for mutual funds and life 
insurance. The usual basis of compari- 
son, which conveniently overlooks the 
fact that life insurance is guaranteed 
and mutual funds are not, is so ludi- 
crous that mutual fund advocates 
should avoid it for fear of being 
laughed at. The fact that they use it is 
a sorry indication of the naivete of 
members of the public who should 
know better. 

I find the brochure “If You Had 
Owned Massachusetts Investors Trust” 
about as informative as reading what 
would have happened if I had bet $100 
on every race that Man O’War ever 
ran in. If we could be sure that horses 
and stocks and mutual fund shares 
would perform in the future as they 
have in the past, we could place our 
bets a lot more profitably. Mind you, 
I see nothing wrong with people bet- 
ting on the horses or the stock market 
—after they have taken care of the ob- 
ligations that they can’t afford to take 
chances with. But when it comes to 
basic security dollars, I have just one 
question for the salesman: ‘Where are 
your guarantees?”—R.B.M. 





Personals 


Paul W. Sutter is celebrating his 
40th anniversary as an agent at Fort 
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at the Fort Wayne office last ye 
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insurance training course. Pj 
Harold J. Cummings, president y,§ sTAR F* 
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with an over-size anniversary @& 
signed by all company employes ; 
observance of his 40th year with 
company. Mr. Cummings joined y,| 
nesota Mutual in 1921 as ' 
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sociate manager of agencies in thority on 

superintendent of agencies in gy} ogmmande 

vice-president and board member jf serve Hos! 

1930 and president in 1947. monies we 
office. 

Charles E. Becker Sr., presijgg ——_ 


Franklin Life, and Mrs. Becker jg 
New York May 9 on Leonardo da Vig. 
for a two-month visit in Italy a B 
other European countries. They yj 
return to the U.S. July 15. 


Deaths 


Mrs. RUTH CLEETON, wife ¢ 
cidental Life of California ge 
agent Charles E. Cleeton, of Bg 
Hills, died when she suffered gq’ 
attack and the auto she was d@ 
ran off the road in the West 
geles area. 
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W. J. DURANT, 58, former 
manager of Joseph Froggatt & ( Campbell, 
died at Chicago. With the firm for actuary, al 
years, he died just prior to beim 














































transferred to the head office at Nl J. W. R 
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Mrs. ERNEST PALMER, wife of tha been appo 
former Illinois director of i Galt, asso 
died at Memorial Hospital, Spri to actuary 
following a long illness. She is suj Messrs. ( 
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-esident Mal STAR FOR SPACE DOCTOR—New- 
AS presen jy promoted Brig. Gen Wilbur A. 
versary gm Air Force Reserve, medical 
employes jf corps, and associate medical director 
ear with 44 ¢ Equitable Society, gets one-star rank 
joined Min§ s Maj. Gen. Clayton Stiles, left, and 
as ' le President James F. Oates Jr., 
PPointed af ysist in pinning on emblems. An au- 
cies in jy on space medicine, Dr. Smith is 
ies in 1929 commander of the 635th USAF Re- 
Member inf serve Hospital in New York. Cere- 
monies were held at Equitable’s home 
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Beske o Senior V-Ps Named 
n Italy af By Sun Life Of Canada 
- They vi Sun Life of Canada has appointed 


two senior vice-presidents—Lachlan 


wife q 
nia 
of B 
red a 
was df 
est Log 


F. J. Cunningham 


lachlan Campbell 


ner 
gatt & (oi Campbell, former vice-president and 
firm for 4 actuary, and F. J. Cunningham, vice- 


pis 
Liar) 


r to being president and secretary. 
fice at Ne} J. W. Ritchie, former actuary, suc- 
ceeds Mr. Campbell. 
A. R. Hicks, associate treasurer, has 
wife of th been appointed secretary and T. M. 
' insuranc§ Galt, associate actuary, is promoted 
Springfieli] to actuary. 


She is su} Messrs. Campbell, Cunningham, Rit- 


two sons chie and Galt are fellows of Society 
hicago, ang of Actuaries. 
sident Fire _ 
Western States Declares 
3 1/38% Stock Dividend 
Directors of Western States Life of 
Fargo, N.D., have declared a 3314% 
stock dividend, payable May 15, to 
stockholders of record May 5. This will 
nionts ho Increase the total outstanding stock 
ay i Ate © 636,720 shares of $1 par value. 





s $f} Assets of the company increased to 
113 15} $22,730,577 during 1960 and insurance 
bs. ; in force rose $14 million. After gains 
59 of “uring the first quarter of this year, 
63 @ | surance in force amounted to $118 
39 Po million. A&S premiums increased 40% 
= 9) 9 the first three months. 

123% 1% ca 

ce 6} General American Changes 
36 | Aider To Separate Plan 
51% 8%} General American Life’s family in- 
-” Come agreement, previously issued only 
10 M connection with a base policy of 


146 1%} Ptmanent insurance, will now be of- 








17% an as a separate plan. The new fam- 
3 Bi ily income policy is a form of decreas- 
214 2} 98 term insurance. It is designed to 
52 %) Ver temporary protection needs and 
4 0 supplement permanent coverage. 
122% i4f,°,C°OMpany will continue to issue a 
9 3 family income agreement as a rider 
67% : 2 permanent insurance. 

" : A new rate pamphlet, background 
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Leading A&S Insurers By Premium Volume 


Leading writers of accident and 
sickness insurance in 1960, by total 
premiums written and in individual 
business written, are shown in the 
tables below. 


Compiled By A&S Review 


The statistics were compiled by the 
Accident & Sickness Review for the 
annual Survey Number of this publi- 


Leaders In Individual Business 


cation which contains figures for all 
companies writing A&S insurance. 

In the Survey Number, a mix-up of 
column headings occurred in the rank- 
ing table of the 50 leading companies 
as to individual A&S premiums, so 
that the showing of premiums written 
for 1960 and 1959 appeared to show in 
the right hand column the claims in- 
curred of each company. Correction 







































































slips are available from the A&S Re- 
view, 420 East Fourth Street, Cincin- 
nati 2, Ohio. 

In 1960, the 50 leading companies in 
individual business wrote. net premi- 
ums amounting to $1,226,121,134, or 
68% of all individual business. This 
was a 7% gain over the $1.14 billion 
of 1959, and 19% more than the $1.03 
billion of 1958. 


Total Premiums 
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| 
Ranking Pian ms Pramen ee Putian” ee 
u ms . ‘ Written n 
‘60 ‘59 Written Written | $ ? : 3. ia 
$ | 1. 1. Metropolitan Life 449,975, 633, 

1. 1, Mutual Benefit H. & A. 195,992,310 182,041,212 | 2 2 Aetna’ Life 366,292.97 seo aes ane 
2. 2. Bankers Life & Casualty oe 114,424,521 115,749,147 | 3. 3. Travelers 326 540,874 281,821,421 
3. 3. Prudential 99,134,232 86,119,809 | 4. 4. Prudential 302,480,017 217,645,231 
4. 4. Continental Casualty occ 90,842,284 80,955,178 | 5. 5. Mutual Benefit H. 8 AL cccccccccsssesssssseessnees 234,366,833 148,189,470 
5. 5. Metropolitan Life 78,414,607 70,746,5; 6. 6. Equitable’ Society 229,615,009 193,670,136 
6. 6. Reserve Life, Texas .......sssscssecssseesssssnseess 52,578,149 53,346,341 7. 7. Continental Casualty 20... ccceesseseesees 186,112,234 114,943,497 
7. 7. United 49,809,831 49,486,869 8. 9. Connecticut General Life 128,275,281 107,886,938 
8. 8. Travelers 292, 30,597,585 9. 8. Bankers Life & Casualty .. 124,019,422 77,797,769 
9. 10. Combined 31,843,268 26,866,678 10. 10. John Hancock Life ........ 98,482,018 ,260, 
10. 9. Washington National ............... 699, 27,846,265 11. 11. Occidental Life of Cal. .... 92,227,689 78,368,681 
11, 11. Independent Life & Acc 27,007,677 25,389,480 12, 12. Provident Life & Accident... 83,513,367 67,584,846 
12. 13. National Life & Accident . 25,733,022 23,629,2 13. 13. New York Life 

13. 12. Monarch Life ,228,0 23,647,714 14. 14. Reserve Life, Texas 

14. 14. American Republic, Iowa ... 24,331,216 22,788,258 15. 17. Lincoln National Life 

15. 15. Paul Revere Life 22,300,115 21,129,716 16. 15. United 

16. 16. Beneficial Standard Life . 17,091,180 15,359,462 17. 16. Washingion” National 

17. 18. New York Life  ..........ccceeeeeee 14,533, 12,632,275 18. 18. Continental Assurance 

18. 20. North American L., A. & Hy. vss: 14,184,730 12,176,549 19. 19. Pacific Mutual Life 

2 oe te. 13282136 12:907/052 19. 19. Pacific Mutual Lite -vnenmmnrsnnm 

20. 19. Massachusetts Protective ......... Riiavenevinenee 12,263,019 12,233, 21. 20. Liberty Mutual 

21. 21. Provident Life & ACCIGeNt ........see 12,135,140 11,856,148 22. 25 Combined 

22. 23. Aetna Life eer Bg 23. 22. General American Life ...........ccccccseseeeee 

23. 22. World ; —— eae 24. 24. California-Western States Life 

24. 24. Business Men’s ASSUIAaNCe  .....ssseesesseee 10,440,911 9,673,240 25. 23. Paul Revere Life 

25. 25. Life of Georgia 10,312,645 9,398,552 BG. 26. Groat-West Wile on cnnccscnccscccsccssccccccesses 75 

26. 26. National Casualty 10,273,115 9,267.9 27. 31. Benefit Assn. of Ry. Employees 

27. 33. American National, Texas ......scsssssesee 9,656,981 7,771,064 | 93° 957° Business Men’s Assurance , 
28. 29. Benefit Assn. of Ry. Employees ee 6 st | Sh Mame Lie 27,196,463 12,969,199 
29. 27. Leryn —_— & Life 9'317264 7442593 | 30. 28. Independent Life & Accident ... . 27,007,677 13,870,407 
30. 37. Lincoln Nati acremecaores 8975727 8'282.434 | 31. 30. National Life & Accident... 26,734,187 12,908,570 
31. 32. Guarantee maa nee 8786106 6.751.354 | 32. 32. Bankers Life of LOWa ssssssmmssvsssnen 26,212,835 20,610,611 
2S SS Sea 6 sas 8770000 8578461 | 33. 34. National Casualty 24,836,960 15,414,085 
33. 30. Interstate "G be bee ys 81335345 7.364.266 | 34. 35. Massachusetts Mutual Life... 24,696,131 22,147,460 
Fee a oe 8.170.370 7.120.586 | 35. 33. American Republic, Iowa .... 24,331,216 15,857,462 
35. 42. Occidental Life of Cal. .... 8,102,914 8,330,011 36. 36. Hartford Accident 21,694,849 15,523,281 
SS Se ee et a Lik 8,003,267 7,561,980 37. 39. North American L., A. & H. 19,944,991 10,786,988 
2 ee :798,229 8,814,217 38. 42. Republic National | Life 19,271,170 16,954,717 
Sahoo we 7,741,035 6,824,838 39. 50. Nationwide Mutual ........ 17,347,749 11,505,510 
39. 45. State Contes "737,650 —'7,447,603 40. 47. Mutual Life of New York . 17,290,280 11,330,287 
40. 36. Inter-Ocea : ‘Accident  9'512°765 —«6.894,189 41. 40. Beneficial Standard Life 2.2.0... 17,154,474 7,106,714 
41. 44. non aot Re A — eceesesenses 7460071 7'412,106 42. 38. Zurich 16.871,903  13/273/154 
42. 38. Commercia : } ; 7,375,408 7,351,872 43. 37. Lumbermen’s Mutual Casualty .............. 16,816,588 11,120,158 
& | ee ee tie 7'290,495 7.076.886 44. 49. Pilot Life 16,706,215 13,535,775 
SS Oe Se ts 7,104,169 6,453,774 45. 43. Indemnity of North America ........0 16,454,125  _ 8,752,946 
© © ee Pe Lie 6,762,029 7,517,143 46. 44. State Mutual Life 15,901,208  11,889,7 
te Bt Standard Life S& Accident cern 624, 7,314,459 47. 41. Constitution Life 15,625,143 _ 9,601,983 
47. 41. Stan ar Sel. = 6.592.991 6,533,762 48. 53. Allstate 14,795,759 12,413,509 
= = a 6,448,007 6,001,565 49. 56. American Casualty ........ccccccsssssssssseesesseees 14,508,281 8,273,726 
50. 49. American Casualty 6,354,974 6,077,724 50. 48. Amalgamated Life ...cccccsecsseseseeseeeeeee 14,126,361 14,041,753 





er suitable for family income or mort- 
gage situations have been published. 
The new policy calls for a minimum 
of at least $50 monthly income and 
an annual premium of at least $50. 
Unlike the family income agreement, 
the new policy will be participating, 
with dividends payable at the end of 
the third policy year. : 

The new term insurance contract is 
available with waiver of premiums and 
premium payer’s benefit and may be 
issued with preliminary term insur- 
ance and with one or more family 
income riders. 

Premiums on the new family income 
policy are level and payable for three 
years less than the period of coverage. 
The policy contains built-in provisions 
for conversion to permanent insurance. 


L.&C. Sales Leaders Named 


Life & Casualty has named the fol- 
lowing 1960 production leaders: W. H. 
McCreary, district manager at Paris, 
Tenn., leading manager; N. L. Frier- 
son, staff manager at Lakeland, Fla., 
leading ‘staff manager; H. A. Stigall, 
Paris, leading combination agent, and 
Charles M. Broome III, district man- 
ager at Nashville, leader in ordinary 
production. 


Two Mutual Benefit Offices Move 

Mutual Benefit Life has moved its 
central regional group office from Cin- 
cinnati to St. Louis. At the same time, 
the St. Louis general agency moved to 
new quarters at 320 North Fourth 
Street. The regional group office will be 
in the same building. 


Horace Mann Names Kawa 

Horace ‘Mann Mutual of Springfield, 
Ill., has appointed Henry M. Kawa 
Chicago branch claims manager with 
offices in the Midland Building. On 
Aug. 1, a general office there will be 
opened under the managership of 
Maurice C. Crew, who has held that 
position since 1947 for the companies. 
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Marra Colonial Manager Of Year 

Frank Marra, manager at Asbury 
Park, N.J., has been named Colonial 
Life’s manager of the year in the com- 
bination agencies department. The 
award was made by Colonial Presi- 
dent Richard B. Evans at the annual 
manager’s meeting in the Savoy-Hil- 
ton Hotel in New York City. 
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URANCE COMPANY 


Individual & Group 


Serving Oregon, Idaho, Washington, California, Utah, Hawaii, 
Arizona, Nevada, Alaska 
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AY 
MARIS. ..JOE SALESMAN'S AIDE de CAMP 
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“No, not an inheritance ... just a bonus from Anico’s P.P.O.L. It’s 


selling like crazy.” 


Anico’s Preferred Premium Life Policy is low in net cost, has a larger 
early “savings” element than usual life plans, and a higher life 
income guarantee at 65 option. A “top” seller, one of Anico’s com- 
petitive plans. (Top commissions and vesting too.) 

1NS URANCE coMP AN vail 


HOME OFFICE: GALVESTON, TEXAS JS>aace Oh 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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Changes In The Field 


Equitable Society 


Arthur P. Car- 
roll has been ap- 
pointed head of 
the company’s lar- 
gest agency, head- 
quartered in San 
Francisco. Mr. 
Carroll, who has 
been the company 
western depart- 
ment field vice- 
president since 
1953, succeeds the 
late Arthur D. 
Hemphill. 

Richard F. Marlink, assistant man- 
ager at Denver, has been promoted to 
manager at Cheyenne to succeed Luke 
F. Cowan, who becomes district man- 
ager at Denver. Mr. Marlink has been 
assistant manager at Greeley, Colo. 


Arthur P. Carroll 


Northwestern National 


Harry E. Anderson, formerly a su- 
pervisor for the company at Portland, 
has been appointed unit manager at 
Redwood City, Cal. He will be respon- 
sible for developing a sales and service 
unit under the direction of Donald 
Waslif, agency manager there. 


Paul Revere-Mass. Protective 


Gerald R. Betzer, 
regional training 
supervisor with 
headquarters at 
Albuquerque, has 
been named gen- 
eral agent at Den- 
ver to succeed B. 
J. Bursmeyer. Mr. 
Betzer has been ~* a 
supervisor - 
at Phoenix. = 

Gerold R. Betzer 


North American L.&C. 


Paul Chelgren has been appointed 
regional sales vice-president. Formerly 
superintendent of agencies, Mr. Chel- 
gren has been with the company 10 
years and will head sales and service 
operations for the central U.S. division. 

Also named regional sales vice- 
presidents are John J. Crane, Salt Lake 
City, and J. B. Bolton, Edmonton, Alta. 


New England Life 


Harvey C. Yu- 
dell, ‘manager at 
Flint, Mich., has 
been transferred to 
Detroit to succeed 
Harold V. Hay- 
ward, who will de- 
vote his time to 
personal produc- 
tion with the Gru- 
endel agency at 
Chicago. Mr. Yu- 
dell has been dis- 
trict manager at 
Flint, an agent for 
John Hancock and division manager of 
Prudential. 


Harvey G. Yudell 


General American Life 
An agency at Cincinnati has been 
established with Charles J. Lima Jr. 
as general agent. 


Connecticut General Life 
Paul A. Bankson, formerly at Bur- 
lington, Vt., Richard A. Fleener, for- 
merly at Davenport, Ia. John M. 
Keese IV, formerly at Springfield, and 
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John C. Todd, formerly at Pittsh, , 
have been appointed group peng, 
representatives at Buffalo, 


‘ 


Boston and San Francisco, Tespectingh fi 


John M. Shannon, staff assistan, 
Evanston, IIl., has been appointed 
sistant manager there. 
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Mutual Of New York 
Fred D. Poisson, assistant 
at Raleigh, has been appointed 
ager of a new agency at Greenshs 


Fred D. Poisson J.C. Sutherlnd 


N.C. He joined the company at Wj. 
mington. 

John C. Sutherland, assistant map. 
ager at Montgomery, Ala., has bem 
promoted to manager of a new ageney 
at Mobile. 


Great Southern Life 


Harry Y. S. Mau has been nama 
vice-president and general manager of 
the Loyalty agency in Houston, Fr 
the past three years, Mr. Mau ha 
been vice-president and agencies d- 
rector for Grand Pacific Life, and prio 
to that had been with Occidental o 
California. 


Valley Forge Life 

John J. Wunder has been appointed 
regional life brokerage supervisor in 
charge of several midwestern states 
with headquarters at Chicago. Mr. 
Wunder for 10 years was with Metr- 
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in 1960 was issued to 
men in the Insurance 
Industry. 
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wpervisor Of Continental Assurance 
¢ five years in Chicago. More re- 
nly he has been in the life depart- 
wnt of Rollins Burdick Hunter Co. 
ncy of Chicago. 


Great-West Life 


“i yelvin M. Miller has been appointed 
4h anager at San Jose, Thomas E. Per- 
Mins manager at Fresno, and Gordon 
7, Cantelon has assumed responsibility 
for the entire San Francisco operations. 

Miller has been with the company 
16 years. He joined Great-West in 1945 
at Los Angeles and was appointed 


company in 1960. Before that he was 
with the Fenn multiple line agency at 
Hartford and New England Life. He 
is secretary of Connecticut Supervisors 
Assn. 


Republic National Life 







William J. Sch- 
loen_ has_ been 
named _ = general 
agent at Beverly 
Hills, Cal. 

C. E. Daniels has 
been _ appointed 
general agent at 
New Iberia, La. 













q 





W. J. Schloen 


National Life of Vermont 
George T. Sheftall has been named 
director of training at the Holladay 
agency in Boston. He has been office 
manager, general supervisor and di- 

rector of training at Augusta, Ga. 


Bankers Life, Neb. 


The company has opened two new 
agencies in its southern division. 





amas E. Perkins Melvin M. Miller 


brokerage manager at San Francisco 
in 1954. In a reorganization of the com- 
pany’s California operations in 1960, 
he was appointed branch manager of 
one of the company’s two San Fran- 
cisco branches. 

Mr. Perkins rejoins Great-West Life 
‘| following an absence of four years. He 
first joined the company in 1955 at 
Klamath Falls, Ore. He later rose to 
district manager there and was ap- 
pointed branch manager at Fargo, 
N. Dak., in 1956. 

Mr. Cantelon has been with Great- 
West 13 years. He had been manager 
of one of the San Francisco branches 
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named manager of a newly established 
branch in Phoenix. A CLU, he has 
twice qualified for the Million Dollar 
Round Table. 


Occidental Of California 


Richard C. Druse has been appointed 
assistant manager at Chicago. He joins 
Occidental after eight years’ experience 
as an agent there, first with General 
American Life, and subsequently with 
Massachusetts Mutual. He has been a 
National Quality Award winner in six 
of these eight years. 

Eugene J. Rosen has been named as- 


Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 


sistant brokerage manager at St. Louis. 
For the past four years he has been 
with Massachusetts Mutual there and 
has twice won the National Quality 
Award. 


Liberty National Life 


James T. Hargrove, district manager 
at Tallahassee, has been transferred to 
a new district agency at Miami. He is 
a past secretary-treasurer of Tallahas- 
see Life Underwriters Assn. and former 
director of Tallahassee General Agents 
& Managers Assn. 





the Company and Guaranteed Renewable 
Age Sixty-five of the Insured and, with 
is Renewable Beyond Age Sixty-five. 


This Policy is Non-Cancellable by 
without Increase in Premium to 
the Consent of the Company, 


3 LOYAL PROTECTIVE LIFE 


INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


A Stock Company Incorporated Under the Laws of Massachusetts 








TY-FIVE 
EWABLE TO AGE six J TF 
maintain this poli in force until the premium due date sext following age Ss: 
to maintaithe right without the consent of the Insured 


N! 
Part 1. NON-CANCELLABLE AND GUARANTEED RED 
The Insured shall have the ri 
during which time the Company 





since 1958. 
American National 


Cidental of 


fe Effective Aug. 1, the company is di- 
viding California into two divisions for 
Named division 
directors are Gifford J. Hudson (north- 
em) and R. H. Thorne (southern). 
Mr. Hudson joined the company at 
Salt Lake City in 1942. In 1943 he 


ordinary operations. 








Bo. 


| Gifford J. Hudson 








R. H. Thorne 


| became a district manager there and 
| in 1947 was named manager at Port- 
| land, Ore. He was named general 


all |§j %ent at San Francisco in 1950 and 
by If ‘pointed associate director there in 
Y Ti 1959, 
ers Mr. Thorne also joined the com- 
to [ff Dany at Salt Lake City in 1942. He was 
ice uently promoted to district man- 
y er and later engaged in special su- 
W Pervisory work for the ordinary de- 
mea | partment. In 1945 he was appointed to 
build an agency at Los Angeles. 
j 
St. Lawrence Life 
a ‘Sidney Osterhout Jr. has been ap- 
Pointed resident vice-president at At- 
; lata for Georgia and Alabama. He 
aN | with Coastal States Life and 
. : tee Trust Life. 








i Colonial Life 

|| — J. Haslam Jr. has been ap- 
i pa ted assistant resident superintend- 
at Hartford, where he joined the 








XUM 


Snow appointed general agent at Tam- fi 


pa, Fla. 


Los Angeles branch as an agent and 
in a managerial capacity, has been 


Ralph Snow Charles Jung 


Charles Jung has been named gen- 
eral agent at New Orleans and Ralph 
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* This guarantees the other guarantees! 
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Manufacturers Life 
Robert Grange, for 10 years with the 











Expansion program provides openings for qualified General Agents in selected areas. 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 
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OPPORTUNITIES COME IN ALL SIZES! There’s one to fit 


every ambition when you know which drawer to open. 


For example, if you possess both ambition and ability (you’re 
ready to build your own agency and you produce $10,000 
annually in life premiums), you won't be satisfied with the 
garden variety of opportunities. You’ll look in the Top Drawer 
under JEFFERSON NATIONAL... 


. -. the company that offers the Master Money Builder, Pass- 
book Savings, and many other great Par and Non-Par plans; 
PLUS the finest Non-Can A & S, a highly competitive Group 
portfolio; PLUS Top Commissions, Bonuses, Office Expense 
Allowances, Vested Lifetime Renewals, Pension Plans, the 
best Home Office support you have ever experienced .. . and 
more! 


Open the Top Drawer! Wire or write: 
E. KIRK McKINNEY, JR. 


President 
a] BFF ERSON WATIONAIL 


eaunance Company. 
INDIANAPOLIS 4, INDIANA 








“TOP DRAWER” 
OPPORTUNITIES IN: 


Arizona — Florida — Illinois 


Indiana — lowa — Kentucky 
Maryland — Michigan 
Minnesota — Missouri 
Ohio — Pennsylvania 
Tennessee — Virginia 
West Virginia 
Washington, D.C. 
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Says A&S Bill © 
Won't Spell End Of 
Voluntary Cover 


health insurance, if that unwelcome said, is “a budding giant in our midst 
development should come to pass,” he to whom we have given too little 
stated. nourishment.” 
: ‘ Noting that the country has a work- 
Will Have To Fill Gaps ing force of 70 million people and only 
Just as the life insurance industry 


about 42 million have some form of ip the deb 





(CONTINUED FROM PAGE 1) 
in force has risen from $98 billion to 
almost $600 billion. 

“It is a record which provides a fit- 
ting analogy and a sound precedent 
upon which to base the expectation 
that the health insurance business will 
continue to grow and prosper despite 
the advent of government-provided 


devised coverages to supplement the 
subsistence level of protection of social 
security, so will it become the health 
insurance industry’s responsibility— 
and opportunity—to fill in the gaps 
and shortages, the “black-outs’” and 
inadequacies in any government pro- 
gram, he predicted. 

Loss of income coverage, Mr. Peirce 







OFFICERS ELECTED 
President—H. Lewis Reitz, executive 
vice-president of Great Southern Life. 
Vice-president—Henry S. Beers, pres- 
ident of Aetna Life. Reelected secre- 
tary—R. L. Paddock, president of Time 
of Milwaukee. Reelected chairman of 
the public relations committee—J. W. 
Scherr Jr., chairman of Inter-Ocean of 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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right man, plus unusually 


GENERAL AGENT 
FOR SYRACUSE 


Wonderful opportunity for experienced man to take 
over going agency of old New England company, first 
major company to produce new line of policies on 
1958 CSO table. Outstanding A & S and Pension 
products. Compensation from $10,000 to $12,000 for 


Write in confidence to Y-19, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


broad benefit program. 








LIFE TRAINING 
& PROMOTIONAL SPECIALIST 


Do you have life insurance experience, 
creative writing ability, and interest in 
training course and promotional material 
development. 

If so, are you interested in a position in 
this field with a newly organized but sub- 
stantially backed Eastern Company? 
Write sending 


National Underwriter, 
Bivd., Chicago 4, Illinois. 


resume to Box Y-4, 
175 W. Jackson 


MANAGER OF TRAINING 


Large eastern mutual company has an 
pening for manager of training. Sucessful 
background in ordinary sales, plus super- 
vision of home office work essential. 





Starting salary commensurate with experi- 
ence. Our own staff knows about this ad- 
vertisement and replies will be held in 
strict confidence. Write, enclosing com- 
plete resume, to NY-63, National Under- 
writer Company, 17 John St., New York 
38, New York. 











COMBINATION 
AGENCY DIRECTOR 


Mid-western stock company under new manage- 
ment in rapid expansion program has an imme- 
diate need for a Combination Agency Director. 
Must have proven record of success. If you're 
the mon you will be pleasantly surprised at the 
unusual opportunity. Our employees know of 
this advertisement. Reply in confidence to: Y-9, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


LIFE and A&S 
Position Wanted 


Broad experience in all phases of home office 
and field operations. Past record will prove suc- 
cessful accomplishments in Life and A&S. Twenty 
years experience in Life, A&S, and Group. 
Executive with large Eastern and Southern com- 
pany. Bona fide reason for seeking greater op- 
portunity. A personal interview can determine 
salary based on future production. Top refer- 
ences. Write to Y-14, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 











Established Agency with 100 year old 
New England Company, specializing in 
Estate and Business Planning, Employee 
Benefit Plans. Multi-million dollar produc- 
ing G. A. needs qualified assistant to re- 
cruit and train quality, not quantity, ca- 
reer men. Some selling plus manage 
Brokerage Department. Applicant must be 
experienced underwriter and willing to 
work. Reasonable salary plus incentives. 
Write to Y-23, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 


GROUP SALES 


Cincinnati. Directors elected—Clar- 
ence J. Myers, chairman and president 
of New York Life, for a one-year term, 
and Ira J. McGuire, executive vice- 
president of Security Life & Accident, 
for two years. Elected to three-year 
terms were Horace W. Brower, presi- 
dent of Occidental of California; Fred- 
eric W. Ecker, chairman Metropolitan 
Life; Spencer R. Keare, president of 
Federal Life of Chicago; Louis C. Mor- 
rell, executive vice-president of Con- 
tinental Casualty, and John Panchuk, 
secretary and general counsel of Fed- 
eral Life & Casualty. 





disability income coverage, he said 
that this is an area where the great- 
est unmet, and perhaps greatest un- 
realized need of the American people 
for insurance exists today. 

Mr. Peirce summed up his view 
this way: “I believe the horizon for 
health insurance is still bright with 
promise. Whether that promise is 
realized will depend on the imagination 
and effectiveness with which we de- 
vise and market simple, flexible me- 
thods and coverages that meet fhe 
new needs of the public. The next 
quarter century may well be the 
golden years of the health insurance 
industry. I believe it is within our 
power to make it so.” 





ACTUARY WANTED 


Associate or Fellow for St. Louis or Kansas City 
office for consulting work with Ordinary and/or 
Industrial clients. 

Our actuaries work directly with clients and 
assume full responsibility. Work is varied, in- 
teresting, and challenging. We are doing a lot 
of ratebook and policy form work on 1958 CSP. 
Some travel; but not too much. Company-paid 
generous pension and profit sharing plans, 
group life and comprehensive family hospital 
coverages. New air-conditioned suburban offices. 
Replies strictly confidential. 


NELSON AND WARREN, INC. 
111 S. Bemiston Ave. St. Louis 5, Missouri 








LIFE 
AGENCY DIRECTOR 
ALSO 
REGIONAL DIRECTOR 
FOR TEXAS 
Young progressive company with Life, A&H and 
affiliated Mutual Fund seeking qualified Agency 


po saad and Texas Regional Director. Write or 
ail: 


TRANSWESTERN LIFE INSURANCE CO. 
1100 E. Plumb Lane Reno, Nevada 
- FA 9-0671 





Opportunities exist in Philadelphia, Michigan 





and New England for qualified group sales 
representatives. Candidates should have a 
minimum of one year's group sales experience. 
Liberal benefits—salary plus bonus. Send re- 
sume and recent photograph to Director of 
Group Sales. 


UNION MUTUAL LIFE INSURANCE COMPANY 
PORTLAND, MAINE 


Are you comtemplating on entering the Fire 
and Casualty Field. We have Home Office 
Executive Personnel having many years of ex- 
perience in organizing and managing Fire and 
Cc Ity compani Let us organize and man- 
age your Fire and Casualty company. Write to 
Y-29, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 














ACTUARY 


Medium sized Midwestern company has excellent 
opportunity for assistant actuary with experience 
in IBM machine procedures; prefer a student of 
the Society of Actuaries, age under 35. Salary 
open. Write to Y-13, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Ill. 








ACTUARY AVAILABLE 


Actuary, 34, with 9 years of responsible experi- 
ence and 4 society inations completed, de- 
sires connection with vigorous small or medium 
size company. Location unimportant. Present 
monthly salary $750. Write to Y-24, National 
iy ngs 175 W. Jackson Blvd., Chicago 
, Mlinois. 











SALES MANAGER 


San Francisco. For established, fast-growing 
statewide insurance agency which specializes in 
life and disability coverage for prestige trade 
and professional associations. Recruit, setup 
and develop additions to sales staff. Potential 
unlimited—partnership possibilities. Married, 
late 30's preferred. Send resume to Empire 
Agency, 690 Market St., San Francisco, Calif. 
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deemed by a distinguished pang LIAM 
judges as having been the mog, 
standing within their size cate. 
The principal award in the ppp 
is now known as the Louis J, py 
public service award. 

In addition, the winning associ, 
are recognized nationally at the 
nual convention of NALU ang 
honored at civic testimonial dip, 
in their home communities. : 

Both the institute and NALy} 


specific responsibilities as co-spops, Mr. Claytc 
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William. E. North, right, president dro 
NALU, receives silver and onyx trPoli 
phy, from Arthur H. Motley, presides: 
of the United States Chamber of 
merce and Parade Publications, at ths 
leadership recognition dinner dur 
the annual meeting of the ch 
The trophy is emblematic of the 


jor national recognition award er policit 


jointly by NALU and the Institute @requently t! 
Life Insurance for their public sergeduced the 
ice award program. Mr. North receiviamounts, W 
the award on behalf of both organimgmall policie 


roup insuré 
ans’ benefi 


tions. 


of the public service award prog 


The institute serves as a clearis Be. Jay 
house of information and a coordi} poscons f 
ing body. NALU distributes approptitiins that h 
ate guidance materials and encourage ompanies, : 


its local and state affiliates to 
and follow through on the suitab 
projects. The participating association 
choose their own projects and repo 
on them at the year’s end. 


Singer Is Coordinator 


Coordinator of public service awalg_,, 
program activities for the institute i lier cos 
Robert Singer, who works in close ¢ att to kee 
operation with President Holgar 4. - syinaga 
Johnson of the institute. NALU’s pithy. : 
ticipation in the PSA program is ha —Man ‘ 
dled by its committee on public rel itional on 
tions, headed by William S. Hendlf, 1. iene 
Jr., Mutual of New York, Columbid, feckt e 
S. C., and its headquarters public v 
lations department. NALU Adminispom Wi 
trative Assistant Lee P. Derkay PR] —Most cx 
pared the national recognition aWalDplicies that 
entry blank and exhibits for NAL weekly p 
and the institute. _ Peing a buri: 

Also recognized by the nauol®l —Introduc 
chamber for outstanding support # 
en to its action course in pracut 
politics was the California Asst. % 
Life Underwriters. The CALU 
given an award of merit, which 
received on its behalf by NALU ® 
ecutive Vice-president Lester 
Schriver. 


in the 
olicyholder 
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LU Mekly Debit Sales Can Increase: Clayton 
lame 


(CONTINUED FROM PAGE 1) 
ant thing is the over-all contribu- 


—The industry has glorified the sale 
of volume to the extent that the im- 


















ition , the debit makes in the successful portance of weekly premium sales has 
PAGE ration of a company and a district. been minimized in the mind of the 
ad 1) JAMA’s research report ‘Life In- agent. 
+ Panel @ ance in Focus’ reported that the “Jt almost appears that we have 
sin ™MOst iit agent was liked far better by his purposely gone out and tried to de- 
h Categel .wholders than the strictly ordinary stroy the weekly premium life insur- 
7 u © prog, nt.” he recalled. “Let’s not forget ance business,” said Mr. Clayton. 
puis I. Dol ple still buy from those they “Whether we want to admit it or not, 
12 associans fle Dest: The debit is the very founda- the results indicate that the weekly 
y at] tig, of our system, not only of pros- premium market for life insurance is 
.LU the ting but of compensation, selection, slowly diminishing and an increase in 
onial i ining and supervision. The debit IS_ weekly debit will be more and more 
Ss alltel) the essential ingredient in our qifficult to make in the years to 
NAUEEEM Aton pointed out that week- °O™*” 
S conspn Mt Clayton pointed’ out Mat week" Makes Better Net Gains 





jum life insurance has always 
ben predominantly used for burial 
moses and he feels that this type of 
wice will never be performed suc- 
through monthly premium 
nary life policies. While weekly 
atm insurance costs a little more 
» monthly debit ordinary, because 
inher mortality and collection ex- 
the claim service is only pos- 
;through the service of an agent, 
he is entitled to compensation 
is work. 
Je believe,” he said, “that this 
‘of policy has a tendency to hold 
ign the cost of funerals and gives 
benefit of a cash discount for 
expenses. We believe there is 
big market for a policy to pro- 
‘immediate cash for burial and 
etery expenses.” 
# Companies Can’t Control 
mong reasons affecting the sale of 
kly premium insurance over which 
he companies have little or no con- 
rol, Mr. Clayton mentioned these: 
Policyholders today are better edu- 
ideated and have a deeper appreciation 





Discussing the effect of this chang- 
ing market on company operations, 
Mr. Clayton pointed out that because 
weekly premium business _ provides 
higher net gains than ordinary, a re- 
placement for this lost business must 
be found. 

“The larger the debit, the less the 
problem,” Mr. Clayton observed. “In 
most ‘companies, the average commis- 
sion earnings for agents increase with 
the average size debit right on up. 
The larger the average size debit, the 
lower the termination rate. If our 
agents in the future are going to have 
smaller weekly debits, it is going to 
bring on many problems, and if the 
market for weekly premium business 
continues to shrink, we are faced with 
the problem of smaller average size 
debits.” 

Like Mr. Clayton, Managing Direc- 
tor Burkett W. Huey of LIAMA re- 
ferred to the high prestige the weekly 
premium agent has been shown to 
enjoy among his policyholders. How- 
ever, Mr. Huey raised several ques- 
tions about the product the agents are 
































pal: life pam rg! its gers Ae — selling today. 

ions, at tis greater appeal in large policies an - 

ner duriges in small policies; increases in the Ate Coverages Outmoded? 

e meral prosperity of people formerly “Are certain types of coverage, once 
of the min the weekly market lets them buy very timely, now outmoded and by 






ward ger policies and pay premiums less their very nature creating an oppor- 
Institute @requently than weekly; inflation has tunity for replacement?” he asked. 
ublic serfeduced the buying power of small “Do we make it lucrative for our 





agents to sell the kind of policy it is in 
the best interests of the customer to 
own? Does the emphasis we put on 
our training and sales motivation real- 
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mounts, which cuts the appeal of 
policies; employe security plans, 
roup insurance, social security, vet- 
rans’ benefits and the like have all re- 
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1 Progr leced or reduced the need of smaller ly encourage agents to determine a 
a clea “amounts of life insurance. family’s needs before recommending a 
Coord Reasons for the weekly debit de- policy?” — 

' APPrOP line that have been created by the _ Discussing sales procedures, Mr. 
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Huey said it is not impractical to talk 






“Fompanies, said Mr. Clayton, include 


S to Sele ace: and sell in terms of a family’s total 
e suis] —Agents have found they can make exPenditure—how much should be 
ssocial™™fnore money selling monthly debit or- Spent for food, clothing, etc.—even 
and repay in with the same amount of ac- though it might be difficult to talk 
ivity and effort than they can in about an entire programing plan. The 
elling weekly premium business. debit agent has a tremendous oppor- 
ice a —Most agent training is aimed at tunity | to advise on family finances. 
nstitute eine larger policies. He is in a unique position of trust and 
clean —Few companies have made an ef- confidence, to the point where the 
Holgar got to keep their weekly premium Clients open their books to him. 
LU’s parptlicies as up-to-date as their ordinary _ Mr. Huey emphasized that one of 
m is anf? cies, the great strengths of the combina- 
‘blic rek Many companies have added ad- tion company is the well developed 
Hendlet lines which have taken the System of second-line management. 
Columbiaget's’ time, thus taking them out of Through the assistant manager or staff 
sublic ree" weekly premium business. manager there is a great opportunity 
“Adminisf’om With Weekly’s P to develop better managers for the 
kay pre] yy sce hdades-coe future. He expressed the hope that 
: n awar Om ost companies have introduced this great potential is being realized 
or NAL es that compete with the purpose and that the urgency for getting busi- 
t weekly premium insurance, that of ness now isn’t pressuring companies 
il iol Tot burial fund. into turning the assistant managers 
port gitbla gerne of monthly payment into super-producers rather than man- 
practi attracted a great amount agerial trainees. The assistant man- 
pee usiness away from the weekly ager’s job is a fine pre-management 
LU wi Agen field. training medium, but if it’s going to 
hich Wine w ents are no longer able to sell work that way he has to be allowed 
ALU Bing ange premium policy on top of to perform management functions, Mr. 
ster ida - to the same person as was Huey warned. 


in the past, because agents and 


A recent LIAMA survey showed that 
ders are better informed. 


very little recruiting is done by as- 
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sistant managers, and yet recruiting is 
the No. 1 job of management. Several 
companies have programs under way 
to improve this situation by relieving 
the assistant manager of some detail 
work and giving him more manage- 
ment functions. 

Discussing policyholder service, Mr. 
Huey urged greater service to policy- 
holders not only because they are en- 
titled to it but also to get more sales, 
improve persistency, build good will 
and help preserve the agency system 
from the marketing war going on to- 
day. 





AT LIAMA COMBINATION. COM- 
PANIES CONFERENCE: From left, 
Lloyd A. Brewer Jr., agency vice-pres- 
ident of Equitable Life of Washington, 
D.C., retiring chairman of the combi- 
nation companies committee; Burkett 
W. Huey, LIAMA managing director, 
and Thomas Allsopp, 2nd vice-presi- 
dent of Prudential, newly elected 
chairman of the committee. 


Municipal Offers Hospital Policy 
Municipal of Chicago has announced 
a new major hospital expense policy 
which will pay benefits equal to 75% 
of charges made for surgical treatment, 
or, if no surgery is performed, $10 per 
day for doctor’s calls in the hospital, 
subject to a maximum of $500. The 
plan provides a choice for room and 
board benefits of $15, $20, and $25, 
all of the first $250 of other hospital 
charges, and 75% of the charges which 
exceed this amount, with a provision 
for private duty nursing care. The ap- 
plicant has a choice of a $50 or $100 
deductible and a maximum benefit of 
$2,500. Both the deductible and max- 
imum benefit apply to all policy bene- 
fits. However, charges for hospital 
room and board, which exceed the 
room and board benefit of the policy, 
are not considered covered expenses 
nor counted as a part of the deductible. 





Capitol Of Denver Board 
Honors Ex-President Daly 


An honorary plaque was presented 
to Clarence J. Daly, former president 
and chairman of Capitol Life of Den- 
ver, at the annual board meeting. 
Chairman O. C. Carmichael Jr. made 
the presentation to Mr. Daly, who was 
honored for his 50 years with the 
company. Mr. Daly’s father, Thomas F. 
Daly, founded the company in 1905. 


Chicago Wins Hancock Award 

John Hancock’s group office at Chi- 
cago has been awarded the company’s 
vice-president’s group trophy for out- 
standing achievement in 1960. The 
award was presented at a dinner in 
Chicago by Philip H. Peters, vice- 
president of the group sales depart- 
ment. 


Retains Higher Interest Rate 
Praetorian Mutual in 1961 will again 
pay 4% interest on funds left on de- 
posit. The guaranteed minimum pro- 
vided in the company’s policies is 3%, 
but the 4% rate prevailed last year. 





CHANGING TO THE 1958 CSO TABLE? 


BOWLES, ANDREWS & TOWNE has available: 


e Non-forfeiture values, 242% and 3%, minimum first 5 
years graded into CRVM reserves end of 15 years. CRVM 
and Net Level reserves, for most standard and some special 
plans. 


e Electronic computing facilities (both Burroughs 220 and 
IBM 607) for calculating: non-forfeiture values, asset shares, 
reserves, gross premiums, dividends, 


.@ A large staff experienced in serving as the company’s ac- 
tuary or working as an extension to the company’s actuarial 
department. In addition to computing work the staff can as- 
sist in establishing basis of dividends and gross premiums and 
preparation of policy forms and ratebook text. 


For further information write or call 
BOWLES, ANDREWS & TOWNE, INC. 


NEW YORK: 
156 William Street 
New York 38, N. Y. 


ATLANTA: 
1389 Peachtree Street, N.E. 
Atlanta 9, Georgia 


RICHMOND: 
P. O. Box 6716 
Richmond 30, Virginia 


PORTLAND: 


465 Congress Street 
Portland, Maine 


DALLAS: MIAMI: 


715 Meadows Building 100 Biscayne Boulevard, South 
Dallas 6, Texas Miami 32, Florida 
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Great Southerners offer 


a Complete Portfolio 
of 
LIFE -HEALTH - 


PROPERTY 
INSURANCE 


We Now have opportunities for 
career Life Underwriters in 
every area we serve. 


Ate es 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


FOUNDED 1909 
HOME OFFICE * HOUSTON, TEXAS 


Affiliated Companies 
Superior Insurance Company 
Sentinel Indemnity Company 















We are proud of the fact 
that we are now providing 
over $2 Billion of life 
insurance protection for 
our policyowners and their 
beneficiaries. This is an 
increase of over $325 
million during 1960 and 
means that thousands of 
new policyowners have 
selected Liberty National 
as their life insurance 
company. We appreciate 
their confidence in us and 
pledge our best efforts to 
continue to deserve it. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, Jr., President HOME OFFICE: Birmingham, Ala. 











John H. Evans, 
vice-president, 
sales, of Home 
Life of New York, 
second from right, 
is honored for his 
25 years with the 
company by W. 
P. Worthington, 
chairman, who 
here presents Mr. 
Evans with a mini- 
ature grandfather’s 
clock, as J. Harry 
Wood, president, 
left, and Hadsell 
S. Easton, manager 
at Cleveland, share 
the spotlight. En- 
graved silver tray 
and tumblers in 
foreground were 
presented to Mr. 
Evans by Mr. Eas- 
ton, in the latter’s 
capacity as presi- 


dent of the company’s managers association. 









































Canada Life Pension Plan 
Linked To Nation's Growth 


Canada Life has introduced a Group 
Equity Retirement Fund, which will 
enable companies to set up balanced 
employe retirement programs through 
a combination of fixed-return invest- 
ments and carefully selected com- 
mon stocks. 

Under the plan, employers of large 
groups may consult with the Canada 
Life investment division in operating 
a special fund to handle the pension 
plan. The plan is also available on a 
modified basis in which the assets 
of several companies’ funds are pooled, 
again making use of the accumulated 
experience of the life insurer’s invest- 
ment divisions. 

Employe contributions will be in- 
vested in high quality fixed-interest 
securities, and the employer’s contribu- 
tions, if he so wishes, will be invested 
in top-grade stocks so that the pension 
fund will be linked to the growth of 
Canada. The plan guarantees the rates 
at which employes’ pensions will be 
purchased out of the fund at retire- 
ment. 

The new program was made possible 
by a recent amendment to the Cana- 
dian and British insurance companies 
act, and it is available only in Canada. 


LOMA Meeting Proceedings 


Copies of the proceedings of Life 
Office Management Assn.’s 1960 an- 
nual conference have been distributed 
to LOMA member companies. The book 
contains transcripts of the presenta- 
tions made by six speakers who ad- 
dressed general sessions, the complete 
text of panel and discussion sessions, 
and the business meeting. Appendixes 
list the 1960 LOMA Institute fellow- 
ship and associateship awards and 
those in attendance at the conference. 
Members may purchase copies at $5.25 
each, nonmembers, at $8.25, from 
LOMA headquarters in New York. 


Jefferson National Sales Up 24% 
Sales during the first quarter of 
1961 set an all-time record for a non- 
contest period for Jefferson National 
Life. January and February increases 
in written and paid volume for both 
life and A&S were climaxed with a 
March gain of 24% in written business 
over the corresponding month last year. 
Leading individual salesman for the 
first quarter was Daniel M. Vogel of 
Indiana’s Strahle agency. Leading 
agency was Jobe of Pennsylvania. 


S. F. Life Is Offering 


Premium Financing Plan 


San Francisco Life, through a gy. 
sidiary, Selective Premium 
Programs Inc.—which lends premium; 
to the policy buyer and collects Day- 
ments in installments—is offering ; 
plan to provide substantial permanen 
insurance during the early years whe 
a growing family needs it most at; 
minimum cash outlay. Premiums ay 
paid in advance for a five-year periad 
to the life company. Principal and i. 
terest is repaid annually by the i. 
sured. 


Lists Advantages 
In addition to the coverage itself 


prepayment savings and an _ income 
tax saving resulting from interest pay- 
ment on the money borrowed. It note 
that the latter aspect is particularly 
attractive to families in higher incom 
tax brackets, since after five year 
the majority of cash outlay is deduct 
ible interest. After 10 years, all but: 
small amount of cash outlay is deduc 
tible interest. 

Life insurance with the financing 
program can be written in any amount 
over $25,000 through San Francis 
Life, subject to age, health and finan- 
cial integrity. 


the company also lists as x MAN. 


Sixteen senior salesmen from 12 
agencies of Bankers Life of Des Moines 
attended an advanced underwriting 
workshop in Cincinnati. The workshop, 
one of 2 series conducted by the com- 
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pany for its senior salesmen, covered 
concepts in the estate analysis ani 
business insurance field. 
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O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 








220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








E. R. Flitcraft, Director 
Insurance Division—Special Services 


e 
© PROFIT COUNSELORS, INC. 


New York 17, N. Y. Chicago 3, Ill. 


e Consultants to Business 
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sw Book Gives Tips 
Business A&S Sales 


ling Business Health Insurance” 
been published by the Acci- 
Sickness Bulletins of the Na- 
Underwriter Co., Cincinnati. 
§2-page book deals with the im- 
mt insurance service of provid- 
ealth insurance protection to 
erships, close corporations, sole 
fetors, professional practices, and 
nersonnel. It is a companion to 
iously published ‘Federal In- 
| Tax and A&S Insurance.” 
ed in the book are selected 
ssted sales procedures, along with 
st deal of helpful related material 
jing federal income tax and the 
tion of disability benefits under 
j security. A set of 40 questions 
vided for review purposes. 
are seven sections of text. 
ain topics are selling to busi- 
Fowners; disability insurance in 
he buy-and-sell agreement; key-man 
inurance, a real market; key-man 
plans; income tax sales approach 
and social security disability benefits. 
The book is priced at $2 a copy, less 
Plan in quantity. It may be obtained from 
the National Underwriter Co., 420 East 
ugh a sub purth Street, Cincinnati 1, Ohio, or 
1 Financing yy National Underwriter office. 
Is preaind 
ollects pay. 
offering a 
- permanent 
years when 
- Most ate 


smiums an 
year perigd | 




































Patriot Life’s first quarter paid-for 
adinary business was $18,172,800, a 
127% increase. 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 
Denver 


financing 
ny amount 
Francisco 
and finan- 


Sen Francisco los Angeles 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 
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Yes Moines 
derwriting 
workshop, 
r the com- 
n, covered 








lysis and 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2001 North Meridian St. 5002 Dedge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 











NELSON and WARREN 
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Pension Consultants 
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Guarantee Mutual 
Issues New Rate Book 


Guarantee Mutual Life of Omaha at 
its round of regional meetings this 
month introduced a new rate book 
based on the 1958 CSO Mortality Table. 
Making a debut at the same time 
were key additions to the sales port- 
folio. 

The Equity Builder series are en- 
dowment at 90 contracts in minimum 
face amounts of $25,000 and featuring 
high early cash values. One of these 
—Equity Builder RCV—returns total 
cash value plus face amount if death 
occurs before 65. Also new are the 
Special LP65 and an entirely new re- 
tirement annuity series. 

Accompanying the changeover to 
the new mortality table are lower pre- 
miums, higher and earlier cash values 
and a vastly changed policy format. 
The new format, generally reflecting 
the recent modernization of Guarantee 
Mutual’s operation, includes: 

—A new company logotype that will 
appear on all printed material and a 
switch to 8% x 11-inch size. 

—Mechanical policy issue for time 
savings and increased efficiency. 

—Modern, easily-understood contract 
language. 

Other features of the changes are 
stork and marriage option additions to 
insurability riders, lower policy loan 
provisions, and a loose-leaf type rate 
book. 

A record number of agents attended 
the company’s five regional meetings 
held in Honolulu, Chicago, San Fran- 
cisco, Omaha, and in Oklahoma City. 


Blackford Bans Any 


More Vending Machines 


LANSING—Commissioner Blackford 
of the Michigan department has 
clamped a ban on any extension of 
vending machine insurance in the 
state. 

The commissioner revealed that he 
has denied several applications for au- 
thority to use the machines for sale of 
travel accident policies. He said the 
denials followed a survey of the op- 
eration of the machines at air ter- 
minals throughout the state after many 
complaints had been filed, stemming 
primarily from mechanical failure of 
the machines. 

Machines now shown to be satis- 
factorily operating in airline terminals 
will be permitted to remain, the com- 
missioner indicated, but no more will 
be authorized and several recently in- 
stalled in such places as parking lots 
and motels have been ordered removed. 

“I am of the opinion,” said Mr. 
Blackford, “that the use of vending 
machines for the merchandising of 
travel transportation insurance is not 
in the public interest. Their possible 
placement in parking lots, motels, ho- 
tels and supermarkets would impose 
an impossible burden of investigation 
and supervision on our departmental 
staff. Traditionally, the agency system 
of merchandising insurance in Michi- 
gan has more than satisfactorily met 
the insurance needs of our public. I 
can see no benefit to be derived from 
departing from this tried and true 
method to something as open to ques- 
tion as the use of vending machines.” 
Northwestern National Record 

Northwestern National Life recorded 
the best first quarter ever with sales 
totaling $52,648,750—22% ahead of the 
corresponding period a year ago. 
March sales amounted to $18,067,446, 
exceeding the previous record March 
set a year ago by 8%. Minnesota out- 
state agency led the field force in 
March sales. 
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LIFE GENERAL AGENT OPPORTUNITY 
for CAREER 


agents and general agents who meet the following requirements: 
* Self starting and a desire to run your own business. 

* Aggressive, ambitious and with good references. 

* Over 27 years of age. 

* Personal or agency Life production of over $500,000 in 1960. 

* No previous management experience necessary but helpful. 


Central Standard’s New Expansion Program 
brings to you: 


© Experience and prestige of a sound company founded in 1905. 
©@ Agency minded company. 

© Top agents and General agents commission. 

e New audio-visual program. 

@ New, modern, well merchandised policies. 

® Complete line of Health Insurance. 

®@ Life (of policy) vested renewals. 

@ Ideas, flexibility, service, competitiveness and quality. 

Contact: HAROLD E. STOUT 


Vice President and Director of Agencies 


CENTRAL STANDARD LIFE 


Founded 1905 INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 


CARL A. TIFFANY, President 








GENERAL AGENT OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own effgrt, ability and 
imagination? Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve got, you'll do better 
with our proven competitive merchandising plans featuring sound life 
plans and the most modern and competitive A&S portfolio in the 
industry — and the premium payment plan of the future, Check-O- 
Matic. Can you inspire and show others “how to”? 


CAN YOU COMPETE? 


Do you thrive on competition with others? More important, do you 
compete with yourself? Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top dollars present and future—for your own 
personal “know how” -and for your ability to show others “how to”? 


HERE’S YOUR ANSWER: 


Highest lifetime service fee in the business for the career under- 
writer—fully vested renewals for 9 years—top Ist year commission on 
par and non-par policies—agency office allowance—non-contributory 
pension plan — operating capital for new agents. 


bias = or Phone Immediately. 


ANK L. BARNES, President 
HOWARD W. KRATT. Vice President and Director of Agencies 


THE 


MEMALICE 


10 S7BtE LIFE 


COLUMBUS 15, OHIO 





Licensed in: Ala., Ariz., Calif., Del., C., Fla., Ga., Wl, Ind, 
Minn., Mo., No. Car., nie, Pa., Texas, Va., and Ww. 


“x Ky., Md., Mich, 





This advertisement, supporting Lin- 
coln Life agents, appeared in the Satur- 
day Evening Post and Time. 


What many a man discovers after he’s retired... 


Often he finds too late that the rosy dreams he 
had of an enjoyable retirement can never come true 


@ 
me Lincoln 


NATIONAL 


The reason, as you may unhappily dis- 
cover yourself some day, is usually lack 
of money—with little or no hope of 
getting more. 


Once those regular pay checks stop 
coming, all too many men wake up to 
the fact that it’s not as easy as they 
thought to live on their retirement in- 
comes. Often there’s barely enough 
money coming in to provide the neces- 
sities of life. Even when a man earns 


{TS NAME INDICATES ITS CHARACTER 





a little money doing occasional jobs, 
he may not get by very well. He’s 
forced to scrimp along just when his 
time’s finally his own and he could 
start enjoying a leisurely life. 


Don't let your retirement turn out this 
way. Guarantee yourself enough retire- 
ment income to live as you’d like by 
setting up a Lincoln Life retirement 
plan now. With this economical plan 
you can retire as young as age 50, if 
you wish, and you’ll have life insurance 
coverage from it until you begin getting 
the income. Phone or write your 
Lincoln Life agent for particulars. 


@ 
i fe INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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